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Why you have better Hackney Cylinders 








An emblem 


we're proud 





to display 











We're glad we've supported 
the National LP-Gas Pro- 
motional Program right 
from the start. It has helped 
everybody in the industry— 
built sales for everyone. It’s 
growing every day—and we 
urge everyone to join. 








There's unexcelled skill at Pressed Steel Tank Company! 


Skill in modern manufacturing! You'll find huge presses, 
smooth-flowing production lines, exhaustive testing ma- 
chinery—all manned by highly skilled workmen. 


Skill in engineering! In the engineering department you'll 
find Pressed Steel Tank Company engineers constantly 
digesting information from the field—constantly working 
to design even better Hackney Cylinders. 


And behind this skill is experience! A vast fund of design and 
manufacturing knowledge of compressed gas cylinders has 
been gathered over a period of more than forty-five years. 








Add this skill and experience together. The result is a 
Hackney Cylinder preferred by LP-Gas dealers and distribu- 
tors over all other cylinders by more than 2 to 1! 








Hacks 


containers for gases, liquids and solids 





have gone into service 


Thevsghout the LP-Gas industry no cylinder is as well known 

or as popular as the Hackney Cylinder. This popularity is extended to the 
complete line manufactured by Pressed Steel Tank Company—from 
small 1 Ib. industrial type cylinders to 420 Ib. giants. 


Front Row: 


Model R8C-20A4—a 20 ib. capacity cylinder 

employed for temporary installations, special 

applications, demonstrations, etc. 

Model PC-20A—another 20 Ib. cylinder; used 

for industrial applications, demonstration 

purposes, small domestic installations, trail- 

ers, cottages. 

Model CC-20A—A 20 Ib. cylinder for small 
omestic installations. All 20 lb. cylinders are 

12” ILD. x 14” high (excluding height of col- 

lar or cap.) 

Middle Row: 

Model RC-60A—12” I.D. by 38%” high 
(without cap). Can be charged with 60 lbs. 

Propane or 72 Ibs. Butane. 

Model RC-I00A—1412" I.D. by 4312” high 

(without cap). Can be charged with 100 Ibs. 

Propane or 119 lbs. Butane. 

Model PC-100A—Identical with Model RC- 

100A but with permanent collar. 

Model RC-40A—12" I.D. by 26%” high. 





(without cap). Can be charged with 40 Ibs. 
Propane or 48 lbs. Butane. 

Rear Row: 

Model RH.3 —24” I.D. by 50” high (ex- 
cluding hood ). Can be charged with 300 Ibs. 
Propane or 357 lbs. Butane. 

Model PC-420A—29" LD. by 484” high (ex- 
cluding collar). Can be charged with 420 Ibs. 
Propane or 500 Ibs. Butane. 

Model PC.200A—1812" I.D. by 41%” high 
(excluding collar). Can be charged with 200 
Ibs. Propane or 239 Ibs. Butane. 

Model PC-250A—22” ILD. by 48%” high 
(excluding collar). Can be charged with 250 
Ibs. Propane or 298 lbs. Butane. ; 
Modal PC-1S0A—18%2” I.D. by 41%” high 
(excluding collar). Can be charged with 150 
lbs. Propane or 179 Ibs. Butane. 

Many other intermediate sizes available. 
Write for full details on Hackney LP-Gas 
Cylinders. 








Hackney 
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Gentlemen: 

Could you tell me about how much 
a person should plane the head on a 
1949 Chevrolet to give maximum effi- 
ciency from propane for fuel? 

If there is anything else a person 
can do to a Chevrolet to give it more 
power and efficiency on propane, 
please advise. 

T.H.S: 
South Dakota 

The head can be planed 1/16 in. and show a 
slight gain in power and economy. 

If the Chevrolet in question is to be op- 
erated exclusively on propane, we would sug- 
gest that it be equipped with a special pro- 
pane intake manifold. This will give you a 
good increase in power and probably a little 
better mileage. 

If the mileage operated does not seem to 
justify the special manifold, a slightly smal- 
ler but still worthwhile gain can be made by 
fitting a heat-stopper of stainless steel between 
the intake, and the exhaust manifold to pre- 
vent the circulation of exhaust gas through 
the hot spot below the carburetor. 

If this is a two-fuel job that must run part 
time on gasoline, you will need a compromise 
arrangement to run the manifold with normal 
heat circulation for gasoline, but keep it as 
cold as possible fcr propane. This consists of 
a wire hook to hold the manifold heat valve 
in the closed (cold) position for propane, un- 
hooking it to allow normal circulation while 
operating on gasoline.—Ed., 

e 
Gentlemen: 

We have a customer that has a gas 
fired boiler with a Btu input of 3,996,- 
000 per hour. This boiler is being run 
on propane gas and was designed for 
this fuel according to the specifica- 
tions. 

It is installed and is being used 
with the following propane equip- 


JANUARY — 1951 








ment: four 500 gallon propane tanks. 
The gas is drawn from these tanks 
through 2 high pressure regulators on 
each tank. The regulators are mani- 
folded into a 1” pipe running about 
50 ft. into the building. The gas is 
then fed from this pipe at about 15 
pounds pressure into a manifold that 
feeds six low pressure regulators. 
These regulators are then manifolded 
on the 1%” pipe that runs about 39 
feet to the burner manifold on the 
boiler. 

From the foregoing it is quite ap- 
parent there are a number of things 
wrong with the above installation. It 
is becoming more apparent as the in- 
stallation is observed in operation, as 
the tanks frost quite badly in weath- 
er from 20° to 40° above zero. Also 
from close observation we have found 
that the gas is drawn from one tank 
at a time and not from all four to- 
gether as should be the case in order 
to utilize the vaporization capacity 
of all four tanks. There are also some 
other things that are not right, such 
as the size of the piping and possibly 
the regulators. We believe that the 
faulty installation is causing an ex- 
cessive consumption of gas, resulting 
in very high operating costs. 

To correct the installation so that 
it is engineered properly will require 





@ BUTANE-PROPANE News welcomes letters 
from our readers, but it must be understood 
that this magazine does not necessarily con- 
cur in opinions expressed by them.—Editor. 
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considerable expense, such as the in- 
stallation of a vaporizer, charging the 
regulators and.the pipe lines. In order 
to convince our customer that it is 
necessary, we have to be able to show 
him that he would save enough in op- 
erating cost to warrant the expense 
of the change. 

We would like to have you give us 
an estimate on how much heat value 
is being lost from operation of the 
plant as it is, and, of course, how 
much fuel would be saved if the plant 
were engineered and installed prop- 
erly. 

We would also appreciate your out- 
lining an installation that would sup- 
ply enough gas to the boiler to oper- 
ate it at its peak efficiency, using as 
much of the present equipment as 
possible. 

E.J.S. 
Montana 

The input rating of the boiler represents 
approximately 40 gals. of propane per hour 
when it is under full load. Forty gals. of 
liquid propane will produce about 1450 stand- 
ard cu. ft. of propane vapors. 

It is difficult to set a group of regulators 
operating in parallel so that they will all work 
uniformly and at the same time. There are too 
many variables which affect their operation. 
This will cause the tanks to feed the system 
one or two at a time until a condition of bal- 
ance is reached. This condition will seldom 
remain long even if it is reached on a system 
like you describe. The six secondary or low 
pressure regulators will probably function sat- 
isfactorily if their total capacity is great 
enough. 
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If the four tanks had sufficient capacity to 
vaporize 40 gals. per hour (we do not think 
they do in your climate), it would be better 
to manifold all four tanks to one common high 
pressure header, then reduce the pressure from 
this header through one or more suitable high 
pressure regulators in the intermediate pres- 
sure line, then reduce this pressure through 
the secondary regulator (or regulators) to the 
low pressure distribution lines. We recom- 
mend one primary and one secondary regulator 
each of suitable size to handle the full load. 
A second regulator of the same size may be 
installed in parallel with the primary regula. 
tor if desired to reduce the possibility of in- 
terruption due to freezing in the primary 
regulator, if such danger is expected. 

Not allowing for elbows, valves, etc., the 
l-in. pipe between the first and second stage 
regulators is satisfactory if the pressure is 
10 Ib. or better. 

If there are many elbows and other fittings, 
the pressure drop may be too much. The 39 ft. 
of 114-in. low pressure line is too small. A 
2-in. standard pipe would require .8-in, water 
column pressure drop if the 39 ft. run was 
straight. We would recommend at least 214-in. 
pipe, or move the low pressure regulators 
closer to the point of consumption, if possible. 

It is difficult to state what loss in effi- 
ciency is entailed, if any. The loss would be 
most pronounced where the boiler could not be 
operated at its rated capacity and it caused a 
loss in production or provided inadequate 
service dtherwise. 

In the above discussion we have outlined 
the installation as though the tanks had suffi- 
cient vaporizing capacity to deliver the gas 
to the boiler. We do not believe they have dur- 
ing the winter months in your climate. We 
would recommend liquid withdrawal and a 
vaporizer. The vaporizer may be either steam 
or direct fired, It may be installed so it can 
be by-passed in the summer months and while 
starting the boiler in the winter time. The 
same high pressure and low pressure regula- 
tor system can be used as described above. 
See the attached sketch for a suggested ar- 
rangement.—Ed. 


a 
Gentlemen: 

We need help. Please advise us if 
you can give us any information on 
the following items: 

1. What manufacturer makes a 
100% safe and vented fireplace log 
heater? Also does anyone make an 
electric fireplace log? 

2. In what way are flue gases of 
propane gas different from natural 
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gas? Do natural gas flue gases have 
more sulphur content? 


3. Do you or do you not recommend 
a chimney liner for LP-Gas fired fur- 
naces ? 

4, Do any insurance companies in- 
sist on chimney liners for LP-Gas 
fired heating plants? 


5. What is going to happen to chim- 
neys, say five to 10 years from now, 
i.e, chimneys that are using LP-Gas 
fired furnaces? 

A.D.P. 
Minnesota 


We do not know of any company making 
a vented fireplace log heater. Glo-Fire, Inc., 
Elsinore, Calif., and the Ohio Foundry & 
Manufacturing Co., Steubenville, Ohio, make 
gas logs which are AGA-approved for LP-Gas. 
They can be equipped with pilot and 100% 
safety shutoff if desired. We have no infor- 
mation on electric fireplace logs, if such are 
made. 

Flue gases from the combustion of propane 
differ from those produced by the combustion 
of natural gases only in the relative amounts 
of the constituent, The products of combustion 
consist of carbon dioxide (CO,), water vapor, 
and nitrogen when combustion is complete. 
The percentage of CO, is a little higher and 
the percentage of H,O is a little lower in the 
combustion gases from propane than in those 
from natural gas. If there is sulphur in the 
fuel, then some sulphur dioxide (SO,) will be 
formed. ; 

There should be little, if any, sulphur in 
the flue gases from natural gas. Most city and 
state statutes limit the quantity of sulphur 
permitted in the gas. If greater quantities of 
sulphur are present than allowed by the gov- 
erning laws, the gas is processed to remove 
the excess sulphur. 

We recommend the use of chimney’ liners 
for LP-Gas-fired furnaces, Gas-fired furnaces 
operate with much lower chimney tempera- 
tures so that condensation is more likely to 
take place. 

We have no information regarding the re- 
quirements of insurance companies regarding 
chimney liners. The National Board of Fire 
Underwriters includes the following paragraph 
regarding unlined chimneys in its Pamphlet No. 
54: “Where an existing chimney is unlined or 
where local experience indicates that flue gas 
condensate might be a problem, consult the 
Jocal gas company for information about lin- 
ers that are suitable for the locality.” 

Some chimneys may never be affected by 
condensation or may not be subjected to so 
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much condensation as others, Many cases are 
on record where unlined chimneys have de- 
veloped cracks and permitted condensate to 
seep through. This applies particularly to sin- 
gle course chimney walls.—Ed. 

* 


Gentlemen: 


Please send any information for 
conversion from gasoline to propane 
on a 4-cycle, No. 162 Gray marine 
engine on a schooner. 

G.W.B. 
Ohio 


It would be mechanically practical to con- 
vert your 4-162 Gray marine engine to pro- 
pane. 

We would suggest that you first ascertain 
what state regulations, if any, would apply 
to the use of propane on this schooner. You 
no doubt already have an oscillating fan to 
clear any accumulated fuel fumes out of the 
engine room before starting the engine. If 
not, one should be installed to draw any such 
fumes from the lowest part of the engine 
compartment. 

This same basic engine is made up with a 
number of compression ratios, and it may be 
converted from one to another. Their regular 
high compression model produces 75 horsepow- 
er, but they make up a special engine which 
they call the Fireball 4-90 from the same 
foundation. We would suggest that you ask 
your local distributor for the details of that 
conversion, or write to the Service Depart- 
ment, Gray Marine Motor Co., 710 Canton 
Ave., Detroit, Mich. 

In addition to raising the compression, you 
should also cool off the intake manifold fur- 
ther (it is already water-cooled) by fastening 
the manifold heat control valve in the closed 
position so no exhaust heat can circulate 
through the hotbox.—Ed. 

9 


Gentlemen: 


What is the life of an LP-Gas cylin- 
der from the standpoint of tax re- 
ports? 

T.A.S. 
Ohio 

You will be following the industry custom 
in writing off your cylinders on a 10-year 
period. That seems to be the almost universal 
practice. 

The life of these cylinders is longer under 
ordinary circumstances, Unless damaged by 
accidents or carelessness, there is no reason 
why they shouldn’t last 20, 30, or more years. 
—Ed. 
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Front Fired Burners 
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OME industry men have expressed 
the opinion that no LP-Gas serv- 
icemen should be taken into the armed 
forces so that, in the event of local 
bombing or disaster, there instantly 
would be available experienced men 
to provide emergency gas service for 
essential needs. This would include 
fuel for heating, cooking, and other 
needs in hospitals. 

It is an elevated estimate of the 
importance of LP-Gas men and of the 
fuel itself, and a fully justified esti- 
mate. 

Destroyed rail facilities might pre- 
vent shipments of hard fuels; sabo- 
tage could easily ruin the pipeline 
source or holder storage of great 
utilities in the big cities, but the thou- 
sands upon thousands of small bulk 
plants of LP-Gas dealers scattered 
all over the country in rural areas 
would stand the best chance of escap- 
ing injury. Cylinders, small tanks, 
and consuming appliances could be 
rushed to vital points and moved at 
will to serve vital requirements at 
vital times. 

It raises the men of the industry 
and the industry, itself, to one of 
prime importance in the national de- 
fense picture and should help to im- 
press government authorities that 
LP-Gas should be given a preferential 
position on the list of essential indus- 
tries. 

es 

Here’s one of the other side: 

It is reported that fuel oil jobbers 
in Southern and Southeastern states 
are bitter because their suppliers 
won’t contribute to advertising cam- 
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paigns to offset natural gas advances. 

LP-Gas dealers know the feeling, 
having struggled along for years 
without publicity funds in the face 
of huge advertising appropriations by 
the electric boys. 

But things are different now. The 
Liquefied Petroleum Gas Assn., sup- 
ported by National Butane-Propane 
Assn., Natural Gasoline Assn. of 
America, and Gas Appliance Manu- 
facturers Assn., is putting on a bang- 
up program. With paid-for space in 
leading national and state farm pub- 
lications, they are flooding the coun- 
try with convincing messages of the 
advantages of butane and propane as 
domestic fuels and the plan is paying 
off. 

It is supported by suppliers, manu- 
facturers, and marketers working in 
accord to gain the one commendable 
end of making the rural and small 
town nation aware of the finest do- 
mestic fuel yet devised. 

Every dealer should read the de- 
tails of the plan and its progress, ap- 


_ pearing elsewhere in this issue. 


The new butane cigarette lighter 
won’t swell appreciably the marketed 
production of liquefied petroleum gas, 
but it is doing a publicity job. 

Advertised nationally in well-read 
magazines, it will familiarize millions 
of the uninitiated with the name of 
the fuel and its long-lasting, unsur- 
passed flame. 

Even legislators may ultimately 
learn of its virtues because of its 
novel use in a lighter. 

: By Ed 
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The actual cost of a pump, regardless of the price tag, is 
the average cost per gallon of liquid transferred. 

Check your own records. You will find, as others have, that labor represents nine-tenths of 
your total pumping cost. Even a modest saving on this single item pays for a Smith pump in 
no time. 


Labor savings are a carefully planned part of Smith Pumps.. The self-adjusting packing design 
of the later Smith models eliminates costly lubricating, tightening of packing glands or continual 
servicing of any kind. 

Smith Pumps don't leak; not to mention the fire hazard, the product lost through leaky packing 
alone may be worth the price of the pump. 

The Smith balanced pumping principle provides automatic adjustment to wear and maintains high 
pump efficiency during a long service life. This means savings in demurrage and stand-by man- 
hour charges often caused by slow-downs due to loss of pump efficiency. 

Smith Pumps are precision built of the finest materials and if properly installed, give dependable 
service. Breakdowns are expensive (1) in actual money, (2) in time lost and (3) in business lost 
through customers’ dissatisfaction caused by delays. 

If you consider all the factors of pump cost, you'll buy the best. 


There are 14 models of bulk plant 
and truck pumps, covering a range 
of capacities from 4 to 150 GPM, 
including units with steel housings 
for use in hazardous locations. 


SMITH 





RECISION PRODUCTS COMPANY 
1135 MISSION STREET © SOUTH PASADENA, CALIFORNIA 
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By ED TITUS 


ROPANE did heroic service in the big storm that hit the 
Northeast Nov. 25, the Saturday of the Thanksgiving 
weekend. Without question the LP-Gas industry earned 
additional goodwill in New York state, New England, Penn- 
sylvania, New Jersey and other states. 

Residents in other parts of the country may not fully 
realize what a whale of a storm this was. The plight of 
Pittsburgh and Cleveland, engulfed in snow, was widely 
publicized. And in the country near these cities, LP-Gas 
performed many services for which it is ideally suited. 

New York City missed the snow. However, the windstorm 
was of record proportions, for the area, hitting 85 to 100 
mph. We had to hold onto a pole to keep from being blown 
in front of a bus in front of a restaurant in Brooklyn. 


The storm in New York City and vicinity was just about 
as unannounced as would be an enemy attack in wartime. 
And that’s a thought worth pondering as in 1951, we enter 
a period of more intensive war preparation. The LP-Gas 
men were right in there pitching. And it was a demonstra- 
tion of what they could do with their movable equipment 
on a much larger scale in a more serious emergency. 


The industry might do well to gather facts about the big 
storm and use them with authorities in Washington, who 
control allocation of materials, as an argument for the serv- 
ice the industry could perform in wartime. It’s a ready- 
made opportunity. 








The New York newspapers obligingly furnished data on 
hardships of those who had depended too heavily on elec- 
tricity. 

_ Four days after the storm, the New York World-Tele- 
gram and Sun carried a headline: “Storm-harried thousands 
still lack electricity—cold, fears of illness worry house- 
wives.” ani ig" 

This newspaper went on to point out that in many homes 
with no electricity, gas was still cooking hot meals. But, the 
news story continued, in all-electric homes the going was 
really tough. Oil burners were off, along with lights, hot 
water and refrigeration, and electric kitchen ranges were 
cold. The ranges could serve neither for food preparation, 
nor for emergency heating. 

And where did propane perform emergency service? 

Just about everywhere in the Northeast. 

The detailed stories of every little emergency job per- 
formed are a bit slow coming in. But a quick phone check 
has produced the following instances which are probably 
typical: 

In the country outside Trenton, N. J., some LP-Gas cus- 
tomers were making their cooking facilities available to as 
many as six neighbors. 

People came in from non-propane homes to warm the 
baby’s milk. 

Near Liberty, N. Y., the housewife of an electric home 
was seen standing on her porch with a teapot ready to heat, 
hesitating as to which propane neighbor to rush to in the 
cold. 

Near Harrisburg, Pa., propane served for emergency 
cooking and other purposes in a hospital, as it could in war- 
time. A propane-fueled soup kitchen was set up for those 
who had depended on electricity. 


In Middletown, N. Y., at least 50 propane heaters were 
loaned to shivering families. 


The following doesn’t hold true everywhere, but one 
energetic and reliable source tells us that the coming of 
natural gas to the Northeast is so publicizing the modernity 
and economy of gas in general that it’s helping him sell 
propane installations. 
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All Divisions of LP-Gas Industry Rally to 


Support National Promotion Program 


ITH two profitable chapters 

already written in the indus- 
try’s sales history book, the Na- 
tional Committee for LP-Gas Pro- 
motion is this month rallying 
forces for Effort No. 3—the one 
titled “Spring 1951.” The commit- 
tee’s third round of magazine ad- 
vertisements and distribution of 
promotional kits to dealers will 
be started early this year. 

The Buchen Co., Chicago adver- 
tising agency that has handled pro- 
duction of the two earlier LP-Gas 
advertising series, is already at 
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work on the graphic “ammunition” 
to be placed in leading magazines 
that concentrate their readerships 
among the rural, small community, 
and suburban segments of U.S. 
population. The goal remains the 


Stan Beske (right), president, 
and Edward S. Burke, assistant 
secretary, Kay Gases Co., Chicago, 
admire 4-color LPGA poster to be 
mailed to a list of 5200 company 
prospects. The company has also 
developed its own direct-mail 
,pieces to tie in with the national 
promotion. 
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same: Sell America on the con- 
venience and practicality of LP-Gas 
or domestic heat requirements. 

As of last month, a total of 637 
business organizations—represent- 
ing every segment of the industry 
—were backing their faith in LP- 
Gas’ future with promotional dol- 
lars. Their money is channeled into 
three main promotional categories: 
advertising, publicity, and sales 
employe training. These categories, 
which the committee is developing 
for the first time on a national 
scale, had been long neglected by 
an LP-Gas industry whose phe- 
nomenal growth in size had far out- 
run the activities aimed at unify- 
ing it into a single, aggressive 
force. That there was a need for a 
strong, organized promotional ef- 
fort in the face of increasingly bel- 

















ligerent opposition has been appar- 
ent for many years. Last year, four 
national trade organizations set 
about to do the job. These four— 
the Liquefied Petroleum Gas Assn., 
National Butane-Propane Assn., 
Gas Appliance Manufacturers 
Assn., and Natural Gasoline Assn. 
of America—organized the Nation- 
al Committee for LP-Gas Promo- 
tion. 

The work of this committee, 
headed by Lee Brand, vice presi- 
dent of the Empire Stove Co., Bel- 
leville, Ill., is no short-range, single- 
shot venture; it is a well-planned 
campaign that will continue 
through the years, growing in scope 
and impact. 

The committee’s first merchan- 
dising kit, mailed to nearly 9000 


dealers last August contained di- 
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Some sage once said, "The business 
that considers itself immune to the 
necessity of advertising sooner or later 
finds itself immune to business." 

How true this is! How pertinent to 
our present situation in the LP-Gas in- 
dustry. 

We are arrayed in a battle against 
competition which sis pouring millions of 
dollars each year into promotion. Elec- 
trical manufacturers, utilities and dealers 
and REA cooperatives are: using every 
means at their disposal to tell their 
story in the markets we serve. They are 
out to capture those markets right froin 
under our noses. If we sit idly by and 
do nothing about it, they will have 4 
good chance of success. 

We have a story to tell, too, and we 
know it's a better one. But we can't rely 
on someone else to tell it for us. This is 





a job we must do ourselves—through By LEE A. BRAND 
advertising, through publicity, through Vice President, Empire Stove Co., 
better salesmanship and service, through and Chairman, National Committee 


every promotional method at our com- for LP-Gas Promotion 


mand. 

The LP-Gas industry is finally alert to the danger. Through the National LP- 
Gas Promotional Program, it has launched an all-out drive—a counter-offensive-— 
to consolidate its spectacular gains of recent years and to open new markets for 
its products and services. 





a vital industry-wide program. It is your program. Its success will be your success. 
Here are some things you can do to help: 
|. If you are not a member, sign a pledge form at once. 
2. Learn all you can about the program and "'sell'’ it to others in the industry. 
3. Display the official program membership emblem wherever possible. If 
your suppliers don't display it, ask them why not. If they are not members, 
urge them fo sign up. 
4, Tie in your own promotion with the national theme. 


: Still less than a year old (the fund-raising campaign started last March and 
sil the first advertising appeared last summer), the program has already achieved 
ELL amazing stature. As of Dec. 6, a total of 637 companies representing all branches 
of the industry—marketers, producers, appliance and equipment manufacturers— 
ene, were contributing members. And the number of supporters is mounting week | 
a by week. 
= This is a three-point venture involving advertising, publicity and employe 
4 training. It is a carefully planned program designed to cope effectively with i 
: competition both at the national and local levels. 
ea Whether you are an LP-Gas dealer, distributor, wholesaler or producer, a 
3 manufacturer of LP-Gas equipment or appliances, you have a real stake in this 
i 
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rect mail material, newspaper ads, 
radio commercials, and publicity 
releases. The second kit, which 
plugged hard for LP-Gas appli- 
ances as Christmas gifts, reached 
dealers early in November. Radio 
spot announcements and press re- 
leases were forwarded without 
charge; advertising materials were 
purchased by dealers from Beals 
Advertising Co., Oklahoma City— 
with a 20% discount in price to 
member dealers. 


Kits Approved In Dealer Survey 


That the kits were extremely 
well received was attested by deal- 
er mail orders and by gratifying 
results of survey of dealers which 
was conducted on the subject. 

The third group of kits—again 
addressed to nearly 9000 LP-Gas- 
men—will be distributed this win- 
ter. They will stress the basic 
theme once again, with added em- 
phasis this time on the automatic 
features of the modern gas range. 
The higher priced ranges with de- 
luxe equipment will be illustrated. 

National advertising, which was 
scheduled in nearly 50 publications 
in the second round of the cam- 
paign, will be started on a “stag- 
gered insertion” basis early this 
year. Like the promotional kits, it 
will have added emphasis on the 
conveniences of gas cooking. Al- 
though exact dates of advertising 
publication have not been decided, 
copy for the advertisements has al- 
ready been approved by the com- 
mittee’s copy subcommittee, headed 
by E. Carl Sorby, of George D. 
Roper Corp. 
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Great success has been achieved 
in distribution of the consumer 
booklet “How to Enjoy Better 
Living Right Now,” according to 
Robert E. Borden, secretary of the 
national committee. He said recent- 
ly that “we have received nearly 
1700 requests for the booklet, and 
we distributed 35,000 copies in 
November to county agricultural 
agents, home demonstration agents, 
and home economics teachers.” In 
addition, more than 900 farm mag- 
azine editors, rural publication 
women’s editors, farm editors of 
daily newspapers, and home equip- 
ment editors received the booklet 
as part of the program’s publicity 
work. Cost of the booklets is from 
five to seven cents per copy to mem- 
bers of the promotional program, 
about 20% higher for non-mem- 
bers. 

A bulletin announcing availabil- 
ity of the booklet to industrial com- 
panies was issued recently by the 
national committee. 

“Although we’ve already seen im- 
pressive evidence of the nationwide 
success of the industry effort,” Mr. 
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Borden said, “it is obvious that its 
worth is largely dependent upon 
dealer cooperation with it at the 
local level. Dealers will reap the 
full reward of the national adver- 
tising and publicity campaigns only 
when they ‘tie in’ their sales efforts 
with supplementary advertising 
and publicity campaigns in their 
own market areas.” Complete de- 
tails of the program and pledge 
blanks for companies wishing to 
join in its work are available 
through Robert E. Borden, secre- 
tary, National Committee for LP- 
Gas Promotion, 11 S. LaSalle St., 
Chicago 3, Il. 


Arkansas May Tax LP-Gas 
Used in Automotive Vehicles 


A law to stop losses in gasoline 
tax revenues, because of conversion 
to engines using liquefied petroleum 
gases, will be submitted to the Ar- 
kansas 1951 legislature, it is ru- 
mored. 

Revenue Commissioner Dean R. 
Morley says the department is draft- 
ing such a bill because of widespread 
reports of changeovers by individual 
car owners and some companies. 

The proposed bill probably will re- 
quire garages and automobile me- 
chanics to report to the revenue de- 
partment when vehicles are convert- 
ed to using butane or propane gas. 

The bill would make it a criminal 
offense for such adjustments not to 
be reported. 

The vehicle owners then would be 
required to file mileage reports with 
the department periodically. They 
would be allowed a certain per-gal- 
lon mileage and pay the standard 
gasoline tax on that mileage. 
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By K. W. RUGH* and G. R. BENZ** 


URING 1950 the liquefied pe- 
troleum gas industry continued 
its steady expansion and growth. 
Sales of LP-Gas in 1950 reached 
an estimated 3,333,000,000 gallons, 
exclusive of any product used in 
the manufacture of aviation and 
motor gasoline and synthetic rub- 
ber. This represents an increase of 
25.4% over 1949 sales, and is more 
than triple the volume sold in 1945. 
In barely 25 years, the LP-Gas 
industry has grown from its in- 
fancy to a major industry serving 
hundreds of industrial, utility and 
chemical manufacturing plants and 
millions of farms and suburban 
homes beyond the gas mains. This 
large, responsible industry now 
renders its important services and 
products, directly or indirectly, to 
more families than does the manu- 
factured gas industry, and to about 
two-thirds as many as does the na- 
tural gas industry. As such, the LP- 
Gas industry is now of significance 
both in relation to other major 
United States industries and to the 
nation’s total economy. 
Domestic Use. Estimated sales 
of LP-Gas for domestic purposes in 
1950 were 2,143,000,000 gallons. This 


*Manager, Philgas Division—Sales Depart- 
ment, Phillips Petroleum Co. 

**Manager, Chemical Engineering Division 
—Research & Development Department, Phil- 
lips Petroleum Co. 
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Sales Top 3 Billion in ‘50 


is greater than the industry’s total 
sales for all uses as recently as 1947, 
and is an increase of 31.7% over sales 
for domestic purposes in 1949. It is 
estimated that there were approx- 
imately 7,500,000 LP-Gas installations 
on farms and in suburban areas at 
the close of 1950. 

Approximately 713,000 of the gas 
ranges produced in 1950 were specif- 
ically made for use with LP-Gas. In 
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addition, a large number of the gas 
ranges produced were adaptable— 
with minor changes—to various alter- 
nate fuels, including LP-Gas, and a 
sizable quantity of such ranges un- 
doubtedly went into the LP-Gas mar- 
ket. 

An estimated 315,000 of the gas- 
fired automatic water heaters manu- 
factured in 1950 went to LP-Gas 
users. The increasing acceptance of 
LP-Gas for house heating is indicated 
by the estimates that 20% of the gas- 
fired direct heating equipment and 
12% of the gas-fired floor furnaces 
manufactured in 1950 were made for 
LP-Gas. 

The total retail value of equipment 
and appliances of all types sold for 
domestic use by the LP-Gas industry 
in 1950 is estimated at one-third bil- 
lion dollars, and this figure does not 
include the retail value of the LP-Gas 
itself sold for domestic use by the 
industry. At the close of the year, 
most LP-Gas distributors were faced 
with spotty shortages of appliances 
and equipment on one hand and a rel- 
atively strong consumer buyer’s mar- 
ket on the other hand. 


100,000 Tractor Conversions! 


Typical farm tractor designed and produced specifically for 

LP-Gas. In addition to many new LP-Gas makes and models 

put on the market in 1950, an estimated 100,000 farm tractors 
already in use were converted to LP-Gas in 1950. 
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Domestic Sales 
Gain 31.7% 































LP-Gas bulk plant. One of over 

4000 plants serving 7,500,000 LP-Gas 

installations on farms and in sub- 
urban areas. 


Tractor Use. The year showed a 
marked acceleration of the important 
trend to the use of LP-Gas as fuel 
for farm tractors and _ irrigation 
pumping units. This program — ag- 
gressively promoted and merchandised 
by the LP-Gas industry—has been 
stimulated by the increased availabil- 
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19.3% Rise in Chemical 


Manufacturing Sales 


Chemical plant using LP-Gas hydro- 
carbons as a feed stock. 


ity of LP-Gas on farms, the economy 
and superior performance of tractors 
using this fuel, and the development 
of low cost conversion equipment. It 
is estimated that over 100,000 LP- 
Gas conversion kits for farm tractors 
were sold in 1950. This figure is equal 
to over 22% of the total domestic 
shipments of wheel type farm tractors 
made in 1950. In addition, many major 
tractor manufacturers are now offer- 
ing tractors factory engineered and 
produced to burn this superior fuel, 
or factory approved LP-Gas conver- 
sion kits both for their new tractors 
and for those already in use. 

A continuation of the trend toward 
bulk distribution of LP-Gas for space 
heating and other multiple uses on 
farms and in suburban homes was 
also very apparent in 1950. The con- 
tinued rapid growth of domestic use 
of LP-Gas was coupled with expan- 
sion of this phase of the industry’s 
distribution system and it is estimat- 
ed that there are presently over 4000 
LP-Gas bulk plants. 


Tudustrial Use. The effects on in- 
dustry of a generally high level of 
business activity throughout the year, 
as well as the effects of the military 
preparedness program, were apparent 
in the increased use of LP-Gas by 
most industrial companies. Sales of 
LP-Gas for industrial and miscellane- 
ous purposes in 1950 reached an esti- 
mated 300,000,000 gallons, represent- 
ing an increase of 21.4% over that 
consumed in 1949. This was the larg- 
est per cent increase enjoyed by this 
phase of the LP-Gas industry since 
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1941, and took place in spite of the 
increased availability of natural gas 
to industrial plants in many areas. 

Utilities. Sales of LP-Gas for gas 
manufacturing purposes are estimated 
at 240,000,000 gallons in 1950, approx- 
imately the same as in 1949. Comple- 
tion of natural gas lines to new areas, 
and expansion of natural gas facilities 
to areas already served, continued. 
Relatively warm weather during the 
first two months of the year also re- 
duced appreciably the LP-Gas _ re- 
quirements of utilities using this fuel 
on a standby basis for peak load shav- 
ing or emergency conditions. The 
same climatic conditions affected LP- 
Gas sales to many of the 439 towns 
served by 288 utilities using LP-Gas 
as their sole source of supply. All of 
these factors—none of which can be 
regarded as having a permanent 
downward effect on the sale of LP- 
Gas to utilities—were sufficient to bal- 
ance the increases due to normal ex- 
pansion of existing facilities and con- 
version of a few plants from other 
fuels. 

Chemical Manufacture. The sale of 
LP-Gas as base material for the man- 
ufacture of chemicals and chemical 
intermediates was at a new high dur- 
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ing 1950. Estimated sales totalled 
650,000,000 gallons, an increase of 
19.8% over sales in 1949. Chemical 
manufacture continued to be the sec- 
ond largest market for LP-Gas, ex- 
ceeded only by the domestic market, 
and .it is important to note that the 
large volume of LP-Gas (estimated 
at 207,000,000 gallons in 1950) used 
in the manufacture of synthetic rub- 
ber is entirely excluded from this re- 
port. 

Among the more important chem- 
icals manufactured from LP-Gas 
hydrocarbons are alcohols, detergents, 
plastics, resins, glycols, acetates, an- 
tioxidants and special solvents. 

The proximity of a source of LP- 
Gas has become a major factor in 
selecting the location of new chem- 
ical manufacturing facilities. The 
rapid extension of natural gas pipe 
lines into the Mid-west and East has 
provided an excellent carrier for the 
light hydrocarbons, and LP-Gas ex- 
traction plants are being considered 
for strategic locations along such 
pipe lines. Both refinery and natural 
gas source LP-Gas hydrocarbons are 
extensively used in manufacturing 
chemicals, with the refineries supply- 
ing about 45%, and the natural gaso- 
line and cycling plants supplying 
about 55%. 


LP-Gas Buses Factory Engineered 


Motor Fuel. Consumer interest in 
the use of LP-Gas as a fuel for in- 
ternal combustion engines increased 
tremendously in 1950, particularly in 
the farm tractor and bus fields. Sales 
of LP-Gas as tractor fuel are report- 
ed under the “Domestic” heading and 
have already been commented on. LP- 
Gas sales to most other types of 
vehicles, including buses and trucks, 
are reported under the “Industrial 
and Miscellaneous” category. 
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K. W. RUGH 





G. R. BENZ 


Of great significance to the LP-Gas 
industry is the fact that buses are 
now being factory engineered and 
produced especially for LP-Gas with 
as high as 12 to 1 compression ratio 
engines. During 1950 one of the coun- 
try’s largest bus systems placed a 
single order for 500 new buses of this 
type, in competition to bids offered by 
manufacturers of both diesel and gas- 
oline fueled buses. 

Many other bus companies oles 
completed arrangements in 1950 either 
to convert their present buses to LP- 
Gas, or to buy factory produced LP- 
Gas buses, and entered into LP-Gas 
fuel purchase contracts during the 
year. 

Interest of truck fleet operators in 
this superior motor fuel was also 
much in evidence in 1950 with many 
experimental conversions being made 
on all types of truck fleets ranging 
from the relatively small operator to 
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large inter-city freight lines. Taxicab 
fleets in many areas also evidenced 
much interest in LP-Gas as a fuel to 
solve their special operating problems, 
with conversions to LP-Gas being 
made or planned by many taxicab 
operators. Continued satisfaction with 
LP-Gas as a fuel for heavy-duty min- 
ing equipment and off-highway con- 
struction machines resulted in gratify- 
ing increases in sales of product to 
this field. 

Safety. The LP-Gas industry in 1950 
continued the overall excellent safety 
record which has characterized it 
since its very beginning. Such a rec- 
ord is obviously not achieved without 
constant safety activity at all levels 
of the industry and interest in the 
subject remained high in 1950. New 
and expanded uses of LP-Gas result- 
ed in many industry recommenda- 
tions for new or revised portions to 
existing standards. 


National Standards 


The National Fire Protection Asso- 
ciation and the National Board of 
Fire Underwriters both issued iden- 
tical revised standards (known as 
Pamphlet 58) for the design, installa- 
tion and construction of containers 
and pertinent equipment for the stor- 
age and handling of liquefied petrole- 
um gases. These standards form the 
basis for regulations in practically all 
of the 48 states and this fact in itself 
speaks for the adequacy of the stand- 
ards, which the LP-Gas industry has 
assisted regulatory bodies to develop. 

Future Outlook. Any discussion of 
industry trends must necessarily be 
qualified by the effects on them of the 
apparently imminent military prepar- 
edness program and of world condi- 
tions generally. To the extent that the 
LP-Gas industry fails to receive ade- 
quate supplies of steel for LP-Gas 
production, transportation, storage 
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1950 SALES BREAKDOWN 


Use Gals. % Increase 
Domestic ........ 2,143,000,000 31.7 
Industrial ....... 300,000,000 21.4 
RE ccasaxieees 240,000,000 —— 
Chemical ........ 650,000,000 19.3 











and utilization facilities, it will be un- 
able to fully satisfy the steadily in- 
creasing demand for its products and 
services. 

The LP-Gas industry, which con- 
tributed much to the war effort dur- 
ing World War II, can now be placed 
in a position to render far greater 
services to the country in any pericd 
of military crisis. In addition to sup- 
plying a basic and vitally necessary 
fuel to countless essential industries, 
farms and homes, LP-Gas can be used 
to fuel buses, trucks and farm trac- 
tors and thereby replace billions of 
gallons of gasoline now used by these 
vehicles. 


500 on Order! 















Typical city bus, factory engineered 
and produced to burn LP-Gas. Five 
hundred of this type were ordered 
* in 1950 by one of the country's 
largest bus operating companies. 
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This tremendous quantity of gaso- 
line, released under emergency con- 
ditions to military and essential civ- 
ilian requirements, could replace an 
amount corresponding to that normal- 
ly refined from crude oil imports 
which might no longer be available; 
or assist in augmenting the supply of 
motor fuel for civilian use, which sup- 
ply would be short of demand. 
Supply, Storage and Transportation 
The opening of new gas and oil fields 
coupled with voluntary and regulatory 
efforts towards the conservation of 
our natural resources assures con- 
tinued ‘supplies of product for all 
users whose need for LP-Gas is rea- 
sonably constant the year around. 
Perhaps the most startling single 
fact brought to light in these reports 
is that reserves of LP-Gas are now 
estimated to equal about 80% of the 
gasoline in our total petroleum re- 
serves. Not only has this ratio been 





steadily increasing in favor of LP- 
Gas for the past 20 years but it is 
now estimated that the ratio will be 
even in the not too distant future. 

Actual production of LP-Gas is 
more than sufficient to meet present 
requirements and the potential pro- 
duction from natural gas being pro- 
cessed and crude oil being refined is 
greatly in excess of today’s demands 
for LP-Gas. It is expected that the 
practice of storing LP-Gas_ under- 
ground as a liquid near the source of 
production will be greatly expanded 
in the future. 

Transportation facilities for move- 
ment of additional supplies of LP- 
Gas have been on order for some 
time and are now scheduled for com- 
pletion and delivery in 1951. These 
additional transportation facilities in- 
clude extension of LP-Gas pipeline 
facilities, tank cars, barges and, of 
course, transport trucks. 


New combination truck of Propane Gas Service Co., St. Petersburg, Fla. Handling the 
hose is John Langevin, who will drive the truck. At left is Manager Sedric M. Lewis, 
giving the whole rig the once over. 
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Appliances are ceiling high in UDI's 
warehouse serving a vast dealer 
network. 





U. D. I. 


NATIVE OF NEW ENGLAND 


TILITIES Distributors, Inc., 

Portland, Maine, owns a chain 
of bulk plants in Maine, New 
Hampshire, and Vermont and more 
than one-third of the dealers in 
those states are affiliated with it. 

Behind this organization is the 
genius of one man—‘“Pete” Ander- 
son. 

Christmas Eve, 1912, Pete, 21 
years old, with only a few dollars 
in his pocket, newly arrived from 
Sweden and without the ability to 
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By ED TITUS 


speak the English language, was 
put off at the wrong railroad sta- 
tion in Aroostook, the far northern 
potato country of Maine. 

There was not even a station 
master present. But a trainman 


took him home, and with a Swedish- 
English dictionary, Pete made him- 
self understood. 
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Next day the trainman put him 
on a train for a town in Maine 
which has a large Swedish popula- 
tion. There Pete felt at home. 

It didn’t take him long to learn 
English. 

He worked first on a _ potato 
farm, then in a grocery store. Then 
he opened his own store in Bangor. 
Before long he had opened a second 
and a third store, and the first 
self-service grocery in New Eng- 
land. He was ahead of his time 


Left: Every cylinder goes through a 
conveyor system, including the spray 
booth. Right: 20-lb. cylinders, paint 
spray booth, conveyor system; 
18,000 gal. holder; two 30,000-gai. 
holders; two pump houses and two 
company-owned tank cars. Beyond 
tank cars is the standby plant for 
Portland Gas & Light Co. with its 
two buildings and two 18,000-gal. 
holders shown at extreme right. 
One 30,000-gal. tank not shown. 








with this, however, and dropped it. 

His next project was selling 
automobiles. 

He became acquainted with petro- 
leum companies and this led him 
into the LP-Gas_ business. He 
started with a franchise from Phil- 
lips Petroleum Co. to sell gas in 
Maine and establish a dealer or- 
ganization. Next came the prob- 
lems of selling the idea to dealers 
and consumers, and teaching both 
how to use the new gas. 

Pete sometimes says he learned 
the business by teaching it. 

In the mid-thirties he moved his 
business to Portland, and bought 
land in a waterfront area known as 
Thompson’s Point. Here Mr. An- 
derson established his own head 
office, shops and bulk plant. At the 
same time it occurred to him that 
there must be many young firms in 
need of manufacturing facilities. It 
might be difficult for them to set 
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up their own factory and house- 
keeping facilities, he thought. 
1g So on Thompson’s Point, Pete 
created a well-organized little in- 
0-§ dustrial community with about 
MF nine plants of different companies 
te in operation on the same property, 
il- § and began to spread his UDI dealer 
In § organization over three states. . 
T- A large proportion of these deal- 
b- § ers have been educated in the busi- 
YS § ness through UDI, and continue eae . 
th § voluntarily to take their cues from _— gens Par ae 
the organization which trained Photo courtesy Portland Press Herald 
ed § them. 
The main office in Portland ad- 
1is § vises them on safety. UDI has its 
ht § own testing setup for determining 
as § whether or not appliances are safe 
n-§ and appropriate for LP-Gas. UDI 
ad § tests not only appliances which 
he § consumers purchase and use, but 
iat § also regulators and various utiliza- 
in} tion equipment. 
It UDI conducts instruction classes 
set § for dealers periodically. In these 
classes the dealers acquire the 
know-how of the industry. They 
= also learn good accounting and Dealer -servicemen's school room 
business methods. where dealers get service informa- 
Not only UDI dealers but deal- tion that pays off in the field. 
ers of competitors have been wel- 
come to receive this instruction. 
In the system used by UDI, 
equipment ownership is retained, 
e thus providing its dealer organiza- 
“4 tion with the best possible equip- 
ment and housing available. The 
dealer operates on a commission 





























"Pop" Googin, warehouse foreman 
and parts man, shown in the smail 
parts department. 
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faxed 


basis which also provides an ideal 
combination with the appliance 
business. The better known LP-Gas 
appliances are available to its deal- 
er organization. 

While UDI does not at the pres- 
ent handle as large a proportion of 
appliances as prewar, its plans call 
for a large expansion of this 
branch of the business. ! 

Before World War II, UDI han- 
dled as wholesalers perhaps 75 to 
80% of the appliances sold by its 
dealers. 

Mr. Anderson believes that his 
new appliance business will be com- 
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U.D.1. Accessories 
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The UDI catalog of es- 
sential fittings, parts, and 
tools simplifies the deal- 
er's small parts problem. 


parable to the pre-war percentage. 


UDI has reorganized its main 
office, with a view to the appliance 
business. There is now a large 
display room, strategically placed 
in the main building. Its location 
is such that those coming to 
the reception desk will find them- 
selves in the display room, and will 
look over the latest appliances. 

It is UDI’s plan to handle non- 
competing appliances. As a general 
rule, it will not push two water 
heaters or two space heaters, which 
serve similar purposes. 


In addition to the appliances’ 


wholesaled to its dealers, UDI will 
continue to market some through 
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its own retail outlets. The company, 
for instance, owns Billington’s, a 
sizable store in Portland. 

Another way in which UDI 
serves its dealers and helps them 
to secure equipment that will oper- 
ate safely and efficiently is through 
its parts distribution setup. 

UDI has a catalog entitled “Flare 
Fittings and Accessories” listing a 
large number of fittings, parts, 
and tools which it sells, not only 
to its own dealers, but all over the 
country, 

Large numbers of these items 
are sold under UDI’s trade name, 
and it commissions different manu- 
facturers to make them. 

Many small dealers don’t know 
where to get fittings and acces- 
sories. When UDI first came into 
the picture, the company, itself, 
didn’t know. So it planned its speci- 
fications and farmed out the 
manufacturing. 


Large Parts Inventory 


UDI is a large organization, 
with a sufficient number of buyers 
of fittings and parts to be able to 
carry them in stock. Dealers can’t 
afford to stock large quantities 
against the time when they may 
need them. 

Another advantage offered deal- 
ers by the UDI organization is a 
profit-sharing system. 

There is, of course, active com- 
petition in northern New England. 
In addition to UDI, there are other 
substantial organizations, includ- 
ing some of the big interstate LP- 
Gas marketers, who are bidding 
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vigorously for the consumer’s 
dollar. 

In this territory it is to the ad- 
vantage of the dealer to affiliate 
with one or another of these or- 
ganizations. There are only a dozen 
or so lone wolves. 

Utilities Distributors, Inc., owns 


the following bulk plants: 


Presque Isle, Maine 30,000 gals. 
Bangor, Maine 50,000 
Augusta, Maine 50,000 
Portland, Maine 144,000 
Corinna, Maine 36,000 
Isittleton, N. H. 30,000 


White River Junction, Vt. 





40,000 
Brattleboro, Vt. 64,000 
Total 444,000 


Most Are Bottling Plants 


All the above plants are almost 
entirely bottling operations, with 
the exception of Corinna and Brat- 
tleboro. Equipment for these plants 
is purchased by the central organi- 
zation. There is a large bottling 
setup in Brattleboro, but this plant 
also provides fuel for the American 
Optical Co. The plant in Corinna 
provides LP-Gas in bulk for a large 
French fried potato organization. 

Competing bulk plants in the 
three-state area include the fol- 
lowing: 

Mobilflame and also Maine Gas 
in Portland, Maine; Lewiston Bot- 
tled Gas in Lewiston, Maine; 
Fuelane in Waterville, Maine, 
Windsor, Vt., and Presque Isle, 


Maine (under construction); Su- 
burban Gas in Lebanon, N. H.; 
47 















The Dealer-Distributor 
Relationship in Northern 
New England 
Most dealers buy fuel and obtain 
equipment from large operators. 
Bulk plants often serve both 

dealers and consumers. 

Dealer fuel purchases are usu- 
ally made from distributor bulk 
plants. 

Distributors own, lease, or sell 
most dealer equipment needs. 

An increasing proportion of ap- 
pliances retailed pass through the 
warehouses of the bulk fuel dis- 
tributors; the balance of purchases 
are often influenced by the recom- 
mendations of testing and advisory 
departments of large operators. 
The appliance procurement trend 
is back to 1940-41 when more ap- 
pliances were obtained through the 
principal operators. 

There is stiff competition among 
those who are important factors in 
the northern New England area. 











Utilgas in Claremont, N. H.; Pyro- 
fax in Lakeport, N. H.; and a plant 
in Newmarket, N. H. Essotane also 
is distributed, but from bulk plants 
outside the area. 

The above plants are understood 
to be of capacities from 18,000 to 
40,000 gals. each. 

In Maine, New Hampshire, and 
Vermont, there are believed to be 
about 100,000 consumer installa- 
tions. It is estimated there are 
about 350 dealers of all kinds in 
these three states, who handle LP- 
Gas in one way or another. These 
include UDI and those lined up 
with competitors, and independents. 
It is Mr. Anderson’s opinion that 
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cylinder distribution is the most 
advantageous in the territory cov- 
ered by UDI. He says, that for a 
given number of pounds of gas, 
one does not have to transport any 
more pounds of metal on a cylinder 
basis than in bulk. UDI operates 
almost entirely with 100-lb. and 
20-lb. cylinders, 

In an installation for the world- 
famous hotel at Bretton Woods, 
N.H., are 50 100-lb. cylinders. 

At Thompson’s Point, Portland, 
UDI shares facilities with its 
various tenant manufacturers. They 
have centralized heat, one police 
force, and a cafeteria. 

Among the points of interest at 
UDI’s Portland plant is the method 
of handling cylinders. They roll by 
gravity to a point where they are 
automatically cleaned and scrubbed, 
jacked up on end, then down to a 
point where they are automatically 
spray-painted. 

It is the policy of UDI to per- 
form for itself every possible oper- 
ation. For instance, much of the 
advertising material and many of 
the standard forms are prepared 
on its own multilith press. 

Pete Anderson was a pioneer of 
the LP-Gas business in northern 
New England. In the early days, 
Mr. Anderson had the idea of own- 
ing the equipment on consumers’ 
premises. It seemed to him as logi- 
cal as the telephone business, 
where the company owns the wir- 
ing and the telephone instrument. 

Today, Pete Anderson looks back 
on the 20 years that made his 
vision pay off, and ahead to even 
greater accomplishment, 
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It's Freeze-Up Time 





How Moisture Enters Fuel — How to Combat It 


T is a well known fact that LP- 
Gas which is free of moisture will 
not cause regulator ‘“freeze-ups.” 
Therefore the 
answer to regu- 
lator freeze-ups 
is obvious; keep 
moisture out of 
the gas. How- 
ever, aS anyone 
in the LP-Gas 
business can 
testify, it is not 
always easy to 
accomplish this. 
It requires con- 
tinuous and 
careful atten- 
tion to certain existing conditions 
in order to maintain a moisture- 
free fuel. 

Since we know that moisture in 
the fuel causes regulators to freeze, 
let us review some of the ways by 
which moisture enters the fuel, 
how it can be avoided and how it 
can be kept from causing a regula- 
tor freeze-up if it does get in the 
fuel. 

The following are some of the 
many ways in which moisture may 
get into the fuel before it reaches 
the service regulators: 


1. Unless the product is processed 
at the refinery to remove the water 
content, there is a good possibility 
that it will be saturated with water. 


L. L. LUXON 
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By LESTER L. LUXON 


Technical Editor, BUTANE-PROPANE News 


2. Water which has accumulated in 
tank cars or truck transports that 
have carried a wet product may con- 
taminate a dry product. 

3. Empty tank cars, truck transport 
tanks, or delivery tanks on which 
valves have been left open, permit- 
ting them to “breathe” may accumu- 
late water which will later contami- 
nate the fuel. 

4. Water may be left in tanks or 
cylinders after they have been hydro- 
statically tested. 

5. Rain, snow or ice may accumu- 
late in unloading or filling connec- 
tions and may be forced into the 
containers. This applies to bulk stor- 
age, trucks, customer tanks and cyl- 
inders. 

6. If the valves on empty cylinders 
or tanks have been left open, they 
may permit moist air to “breathe” 
in and out of the container with a 
subsequent condensation of moisture 
in the tank. 

7. Handling regulators, high pres- 
sure connectors (pigtails, valves, etc.), 
during wet weather and with wet 
hands or gloves, or laying these parts 
down in a damp place may permit 
moisture to enter sections where it 
can get into the fuel after the parts 
are connected into the system. 


In- addition to insisting on re- 
ceiving a clean dry fuel from the 
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supplier, there are several precau- 
tions which should be taken by the 
dealer in order to keep water from 
reaching the regulator. Be sure 
your own house is in order before 
blaming the supplier for moisture 
in the fuel. Remember that it takes 
only a few drops of water to cause 
a freeze-up. 


Operating Precautions 


1. Keep empty cylinder and tank 
valves closed and capped or plugged. 
Cylinders in transit may be exposed 
to rain or snow and a few drops of 
moisture will accumulate in the valve 
and later will be forced into the cyl- 
inder or piping. 

2. Keep unloading hose, truck hose 
and connections capped or plugged 
so that rain and snow cannot accumu- 
late in them and be forced into the 
containers. Open ends on delivery 
truck hose may accumulate moisture 
from rain, snow, or “splashes” while 
in transit. 

38. Check all new cylinders and 
tanks for water before placing fuel 
in them. This can be done by remov- 
ing a convenient valve and examin- 
ing inside of tank or cylinder with 
flashlight or by swabbing interior 
with absorbent cloth securely at- 
tached to rod. 

4, Make the installation of regu- 
lators and high pressure connections 
during dry weather and do not al- 
low them to stand disconnected from 
the tank unless openings are plugged 
or capped. Do not install with wet 
hands or gloves. 

5. Keep regulators, valve protect- 
ing caps and plugs, high pressure 
connectors (pigtails) and other simi- 
lar parts in a dry place, whether 
during storage, on the way to a job 
or on the job before installing. 
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Even though the utmost precau- 
tion is used to keep moisture out 
of the fuel, sometimes it will be- 
come contaminated. Following are 
some practices which have been 
found helpful in preventing regula- 
tor freeze-ups even though mois- 
ture may be present in the fuel: 


1. Use larger size regulators. Be- 
cause of the larger orifices in them, 
they are less likely to freeze up than 
the smaller ones. 


2. Install the regulator and pig- 
tail so that any condensate can drain 
back to the cylinder or tank. This 
can be accomplished by installing the 
tubing so that all portions slope back 
to tank valve. 

3. Use care in bending “pigtails” 
to avoid restrictions and _ pockets. 
Larger inside diameter pigtails may 
be helpful in avoiding restrictions. 


Two-Stage Regulation 


4. Two-stage regulation, with the 
first stage delivering the fuel at 5 
to 15 psi will reduce the hazard of 
freezing and permit the low pressure 
regulator to deliver the fuel to the 
appliances at a more uniform pres- 
sure. Sometimes two high stage 
regulators are installed in parallel 
so that one will continue to function 
if the other freezes. 

5. Small dehydrating cylinders, 
filled: with silica-gel or other water 
absorbing materials, designed for in- 
stallation between the tank or cyl- 
inder and the regulator are available 
and may prove helpful. 


6. Station dehydrators, although 
expensive, are sometimes used to dry 
and clean all fuel as it enters or 
leaves the bulk storage plant. These 
dehydrators cannot prevent moisture 
from entering the fuel if it is sub- 
jected to careless handling between 
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the dehydrator and the consumer 
regulator. 

7. If it is suspected that there is 
water present in a container, dry 
methyl alcohol (one pint per 100 
gallons of fuel) can be injected into 
the tank or cylinders. Alcohol does 
not remove the water but wil! lower 
the freezing point to the extent that 
ice may not form in the regulator 
inlet. Alcohol must be handled care- 
fully so that it does not come in con- 
tact with moisture before it is in- 
jected into the tank as it is “hydro- 
scopic” and will pick up moisture. 
The alcohol moves out with the gas 
as it is used and therefore new addi- 
tions of alcohol must be made as the 
fuel supply is replenished. 


The “Cure” Is Inexpensive 


The best “cure” for regulator 
“freeze-ups” is the elimination of 
moisture from the fuel by obtain- 
ing a clean product and then pre- 
venting contamination of the fuel 
with moisture when it is handled. 
It is also the least expensive way 
because in general it only requires 
careful and thoughtful handling of 
the fuel and equipment to prevent 
such contamination. 

If there are installations which 
freeze this winter, plan to get the 
moisture completely removed from 
them next summer; also plan to 
handle any new installations and 
the fuel as well, in such a way that 
moisture will be prevented from 
reaching the fuel. Do not overlook 


the seemingly minor things, such . 


as uncapped filler valves, open hose 
lines, etc.; often they can add up 
to a major problem. Careful atten- 
tion to details may prevent serious 
and costly trouble later on. 
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War-Time Controls 
For LP-Gas Men 


Cut-back orders on nickel and zinc 
have been issued by the National 
Production Authority. 

Non-defense use of zine for 1951 is 
limited to 80% of the consumption 
during first six months of 1950. Or- 
der number is M-15. 

e 

M-14 order limits civilian consump- 
tion of nickel in 1951’s first quarter 
to_65% of the base period, meaning 
the first six months of 1950. 

° 

Aluminum’s M-7 was one of great 
severity on the stove industry. The 
defense program called for 30%. But 
so many manufacturers complained of 
the drastic restrictions, the order was 
eased Dec. 1 by an amendment which 
makes more aluminum available to in- 
dustry through March 31, 1951. 

8 


For January and February, non-de- 
fense use of copper is cut 15%, with 
20% off in March. 

The percentage is measured in to- 
tal quantity by weight and the base 
period is also the first six months of 
1950. 

According to a late bulletin by the 
LPGA, this order provides that cop- 
per shall not be used for maintenance, 
repair, or operating supplies during 
the calendar quarter beginning Jan. 1, 
1951, in excess of 100% of average 
quarter use during base period. 

s 

The LP-Gas industry is alive to the 
need for strong representation in 
Washington. The LPGA plans to have 
an expert there constantly to ac- 
quaint officials with the essential uses 
of appliances, equipment, and fuel 
serving farmers and rural livers. 
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By GENE CREIGHTON 


EYSTONE - FLEMING promo- 
tions are calculated to “set the 
town talking.” 

Carl Fleming, head of KeyStone- 
Fleming, Inc., Lubbock, Texas, is 
a strong believer in the giveaway. 
Every customer who buys anything 
whatsoever from the firm, be it a 
small gas heater or a complete 
package kitchen, receives a gift a 
few days following, by mail or in 
the showroom itself. 

Gifts are mainly kitchen gadgets, 
such as multiple-compartment plas- 
tic seasoning shakers, cream sep- 
arators for milk bottles, clocks, 
timers for cooking, and utensils of 
various kinds. Hundreds of such 
items are given away each year. 
Giveaways of something useful, 
even though they may cost only a 
few cents, insure the customer’s 
warm regard for the firm. 

For over three years KeyStone- 
Fleming conducted a 15-minute 


KeyStone-Fleming is always crowd- 
ed. In the center at left is the 
Lubbock, Texas, store of white plas- 
tic and black glass. At bottom right, 
Carl Fleming has captured a pros- 
pect's undivided attention. Anyone 
want to bet the lady was sold? 
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radio program on which were 
starred two identical twin singers. 
The program was written and di- 
rected by Mr. Fleming. The popu- 
larity of the show was enhanced by 
the beauty of the singers and by 
frequent contests inviting the pub- 
lic to give new names to the sing- 
ing duet, guesa the amount of gas 
consumed in one hour by an LP- 
Gas range, and other problems. 

At present, the company spon- 
sors regular spot news announce- 
ments, with “musical jingles.” A 
new program is now being devel- 
oped which will feature several 
LP-Gas appliances. 

On the newspaper side, Mr. 
Fleming averages two large dis- 
play ads per week which always 
include a picture of the featured 
appliance in actual use. 

KeyStone-Fleming staged a 
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highly successful 3-day cooking 
school in the Lubbock city audi- 
torium. The school drew more than 
4000 women to witness lively food 
preparation demonstrations. A 
home economist gave cooking les- 
sons, presided at attendance prize 
drawings, and kept things moving. 
This was one of the most successful 
and educational “schools” to be run 
in the Lubbock area. The firm got 
a lot of free publicity in local 
newspapers. 

Mr, Fleming is generally cred- 
ited with “pioneering” LP-Gas in 
Lubbock. Fifteen years ago, he 
built the first bulk tank in the city, 
and sold the first automatic water 
heater. Since that time, the firm 
has extended its territory over a 
radius of 40 miles around Lubbock, 
and lists more than 1800 LP-Gas 
customers. 

While he carries one line of elec- 
tric refrigerators for the metro- 
politan trade, Mr. Fleming is first 
and last a gas appliance dealer. 
“We have always sold both natural 
gas and LP-Gas lines on the theory 
that LP-Gas, in the rural areas, 
will hold the customers on our 
books until natural gas comes 
along,” he said. “We have more 
than 1000 bottled gas customers, 
although our primary sales opera- 
tion is based on tank systems. We 
have 800 tank-system customers on 
our routes at present, and I be- 
lieve that of the total number, 
only 200 or so are not using an 
appliance which we have sold.” 

KeyStone-Fleming has an em- 
ploye staff of 18, a 78,000-gal. bulk 
plant, and one of the handsomest 
stores in the southwestern LP-Gas 
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industry. Last year the company 
received high commendation for its 
record 500-unit volume of ranges 
sold. These were split about 50-50 
between natural gas and LP-Gas 
appliances. 

The company maintains a “test 
room” in which every new gas ap- 
pliance received is thoroughly 
tested and adjusted for natural or 
LP-Gas before going on the sales 
floor. 

The company’s service depart- 
ment has four veteran mechanics 
on the job, handling both appliance 
and tank system repairs, and of- 
fering “free speed limit service” 
to every customer on every route. 
Where it is economically possible, 
Mr. Fleming never bills an estab- 
lished customer for service or ad- 
justments, unless it is necessary 
to install new parts, or unless the 
customer’s negligence has been re- 
sponsible—even long after the war- 
ranty period has expired. “We 
have a name for keeping in good 
condition every appliance we sell 
during the whole time the cus- 
tomer uses it,” Mr. Fleming said, 
“and it often takes some stepping 
to maintain this.” 

Mr. Fleming bases his merchan- 
dising operations on a_ 3-point 
formula. First, complete service to 
the customer, including appliances, 
tank systems, gas, and repairs; 
second, nationally advertised appli- 
ance lines which can hold their 
own with any competition; and, 
lastly, a continuous and changing 
promotional program, aimed at 


getting a lot of attention from 


every prospect, whether farmer or 
city resident. 
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-Fuel Demands for Today and Tomorrow 


E as LP-Gasmen need to but 

glimpse at the immediate past 
history of the industry to realize 
that it may be even more difficult 
to chart its future than might be the 
case with some older, more stable, 
and less dynamic business. 

If the past forecasts the future, 
we can look forward to almost as 
great a rate of expansion and to 
equally rapidly changing conditions. 
And, surely, this is a good time to 
face the necessity of building on a 
sound basis and to have a look at 
our policies, practices and operating 
costs. 

Today, there appear to be two 
definite trends in our business that 
we must consider in planning the 
future. 

One is the decline in the percent- 
age of the total liquefied petroleum 
gas sales made up of butane and 
butane-propane mixtures and the in- 
crease in the percentage of the total 
filled by propane. In 1944, when our 
liquefied gas sales exceeded the 1,- 
000,000,000-gallon mark for the first 
time, more than 68% of the total was 
butane and butane-propane mixtures. 
In 1949 only about 50% of the total 
volume was butane and butane-pro- 
pane mixtures and 50% was propane. 
The ever-increasing demand for motor 
and aviation gasolines and the value 
of butanes as a component in their 
manufacture will have an important 
effect on the availability of these 
products, so we may.expect that the 
trend toward the increasing impor- 


JANUARY — 1951 


By C. A. BREEN* 


Manager, LP-Gas Sales, Esso Standard 
Oil Co., New York City 


tance of propane in the total picture 
will continue. This warrants the seri- 
ous consideration of the LP-Gas deal- 
er or distributor. 

The second trend indicated is the 
increasing percentage of the total 
volume being sold for domestic and 
commercial consumption. In 1944, 
42% of total liquefied petroleum gas 
consumption went to domestic and 
commercial users. By 1949 this per- 
centage had reached 57.4 and it was 
estimated that the industry was serv- 
ing about 6% million housebold users. 
The volume consumed by this class 
of trade must surely increase and 
perhaps at a more rapid rate than 
in the past. 





2 


*A talk delivered before the Butane-Propane 
Institute of Louisiana. 
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The only crystal ball needed for 
this answer is the daily newspaper, 
which for five years has told us of 
housing shortages, needs for rent 
control, private and public financing 
of housing projects, and the terrific 
growth of suburban areas beyond the 
gas mains. It is estimated that with 
these developments there are some 
10 million potential users of liquefied 
petroleum gas for cooking. 

This is the field where the soundest, 
most stable, and most profitable busi- 
ness can be built by the LP-Gas dis- 
tributor. It is in the development of 
volume in this field that we can best 
level out the difference between sum- 
mer and winter demand which must 
be done if we are not to place an 
increasingly heavy burden upon the 
producing end of the industry, which 
will lead to either higher production 
costs or to recurring winter short- 
ages. 


New Home Building Slack-off 


New home building will not con- 
tinue at the present rate. It has been 
estimated that new home building 
next year might drop as low as 600,- 
000 “starts,” not because there has 
been any noticeable slacking up in 
the demand, but because necessary 
materials will be in great demand 
for industrial building and military 
needs. 

While appliance sales will be af- 
fected by the credit restrictions, the 
level of industrial activity and the 
amount of payrolls seem to indicate 
that this will not have any real damp- 
ening influence upon consumer de- 
mand. Allocations of materials and 
restrictions in their uses may, how- 
ever, become a serious factor by early 
this year when military orders, which 
are now in the planning stage, start 
making themselves felt. 

Practically all economic indicators 
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point to a continued high level of busi- 
ness for many months to come. Of 
course, there may be some unpleas- 
ant adjustments as military require- 
ments for manpower and materials 
make themselves felt in some indus- 
tries and some areas of the country. 









No Shortage of Gas 





For the immediate future it does 
not appear that there will be any 
shortage in available gas supplies, 
although an extremely cold winter 
could be troublesome. Transportation 
is a problem. Although there are 
probably 1,000 high-pressure cars 
more than were available three years 
ago, we estimate that the peak de- 
mand for the coming winter will be 
in excess of 12,000,000 gallons per 
day as compared to the peak demand 
in the winter of 1948 of about 8,300,- 
000. 

The transport truck fleet of the 
industry has expanded and will help. 

However, the national defense re- 
quirements for increased aviation 
gasoline production and _ increased 
activity in the synthetic rubber field 
are bound to have their effect on the 
availability of high pressure tank 
cars. I do not think we need worry 
about the productive capacity of the 
industry. Our difficulties this coming 
winter will be largely those of short- 
age of transportation equipment and 
of adequate storage near the point 
of use. This latter item, adequate 
storage capacity, is one that should 
be the concern of all distributors and 
consumers. 

In addition to increased demand for 
liquefied petroleum gases for aviation 
gasoline, and for the chemical indus- 
try and gas manufacturing plants, 
there has been a very definite step- 
up of interest in using propane in 
internal combustion engines. 




















BUTANE-PROPANE News 








es 
ny 
eS, 


on 
re 
rs 
i's 
le- 
be 
er 
nd 
0,- 


he 
lp. 


on 
ed 
Id 
he 
nk 
ry 


1g 
t- 
nd 
nt 
te 
Id 
nd 









In 1944 about 92,500,000 gallons 
of liquefied petroleum gas were used 
by internal combustion engines. This 
use reached its peak in 1947 at less 
than 100,000,000 gallons and has since 
declined. However, within the past 
12 months a very considerable inter- 
est has developed on the part of the 
bus and truck industries and by farm 
tractor operators. This trend has been 
highlighted by the fact that the Chi- 
cago Transit Authority recently or- 
dered 500 LP-Gas operated buses at 
an investment of more than $8,000,- 
000 with engines designed to operate 
on propane with a compression ratio 
of 10 to 1. 

The Philadelphia Transportation 
Co. has converted two units to pro- 
pane for test purposes and the Third 
Avenue Motor Coach Co. of New 
York city is conducting test runs on 
one bus. The Dallas Transit author- 
ity converted 290 buses to liquefied 
petroleum gas this summer and many 
conversions are being made in the 
bus and truck field. It appears that 
in areas close to sources of low-cost 
liquefied petroleum gas there is a 
definite trend in the direction of the 
use of propane in farm tractors. 


Price Hike at Refineries? 


The renewed interest that has de- 
veloped in this field and the potential 
consumption of the bus and truck 
industry, plus the potential demand 
for farm tractors, could create a de- 
mand upon the producing end of the 
liquefied petroleum gas industry that 
could only be met at higher refinery 
prices. 

All of us hope that this country 
can avoid ever again becoming in- 
volved in an all-out war. It seems 
to be the national policy to prepare 
to meet force if we must and we are 
undoubtedly going to live for’ the 
next few years in an atmosphere and 
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an economy that will be neither peace 
nor war, but a sort of a “twilight 
zone” between the two, with greater 
and greater emphasis on the produc- 
tion of defense materials and the 
training of men by the military. We 
may again see a shifting of popula- 
tion as wartime plants are reac- 
tivated and army camps reopened or 
new ones established. 


New Demands and New Outlets 


If this occurs there will be new 
demands and new outlets for liquefied 
petroleum gases. Liquefied petroleum 
gas.standby facilities will be required 
by utilities serving this increased in- 
dustrial activity and many manufac- 
turing plants may install their own 
standby supply storage. As in the last 
war, there may spring up new small 
communities serving these industrial 
activities and army and navy bases. 
You will recall the mushroom growth 
during the last war of restaurants 
and entertainment facilities adjacent 
to such activities, which were large 
users of liquefied gases. 

This new, and let us hope tempo- 
rary, “twilight zone” economy will 
bring both business opportunities and 
business problems. It will open new 
sales fields and at the same time im- 
pose limitations on the availability of 
material for cylinders, storage tanks, 
installation equipment and, sooner or 
later, appliances. Should the worst of 
our fears be realized and we find that 
we cannot avoid becoming engaged in 
all-out total war, then the liquefied 
petroleum gas industry must be pre- 
pared to face regulations at least as 
strict as those imposed during World 
War II. Should this happen, there 
will be added to today’s great use 
of liquefied petroleum gases heavy 
industrial demands and perhaps en- 
tirely new wartime uses that we 
cannot now anticipate. 
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SERVICE IS An ART 


Service is not a restricted word at Burk- 
holder’s. Its definition, in company policy, in- 
cludes anything contributing to customer 
welfare from a thorough before-the-sale ap- 
praisal of the buyer’s needs to effective oper- 
ation of the installed plant throughout long 
usage. 
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| New recruits go out with service 


veterans until they learn the ropes. 


By GRIER LOWRY 


ssCERVICING customers is an 
art,” according to Roy Burk- 
holder, Missouri dealer. 

The customers of Burkholder’s in 
Sedalia, are mostly farmers. “The 
average farmer is service-minded,” 
Mr. Burkholder says. “He is fam- 
iliar enough with machinery to 
know that if anything goes wrong 
he needs someone dependable to 
turn to.” The farmers realize their 
interests are protected at Burkhold- 
er’s and that whenever they have a 
problem related to LP-Gas they can 
let the company worry for them. 

Service does not begin and end at 
Burkholder’s with the operational 
phase. In the heating department it 
includes careful inspection of the 
premises of a prospect and prepar- 
ation of a complete report before 
a furnace sale is made. Each heat- 
ing installation is regarded as a 
personalized, tailor-made project. 

“If it is a space heater,” Mr. 
Burkholder states, “our men indi- 
cate its placement so that the most 
heat is circulated at the lowest 
possible cost. Openings are checked 
before the equipment is installed. 
Since gas floor furnaces have no 
cold air shafts and no blowers, it 
is important that they be installed 
where they will circulate well. 


Sometimes the lady of the house 


has decided where a heater, or fur- 
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nace, is to be placed beforehand. In 
these cases, it is necessary to ex- 
plain, as tactfully as possible, that 
certain physical factors must first 
be taken into consideration.” 

Recommendations covering the 
types and sizes of heating installa- 
tions needed help customers solve 
particular room heating problems. 
“One of our customers recently 
planned to purchase two large-sized 
space heaters for his 6-room house. 
Our preliminary survey revealed 
that, because of a bad circulation 
factor, this arrangement would 
prove unsatisfactory,” Mr. Burk- 
holder said. 

“So we sold him on the idea of 
buying a small heater for each 
room. The added expense was nom- 
inal, he was completely satisfied, 
and is now one of our most loyal 
customers.” 

In selling farmers on LP Jas, 
the firm employs a “use the user” 
slogan. It is extremely effective in 
selling rural customers to suggest 
that they compare heating costs 
with a neighbor using LP-Gas. One 
prospect found out his fuel costs 


Burkholder's, Sedalia, Mo., is tuned to 
serve the farmer. 

















Every year at the Missouri state fair Roy Burkholder (left) shows 





the farmers how they can cook better and heat better with LP-Gas. 


were twice as high as a neighbor 
equipped with one of the Burk- 
holder LP-Gas furnaces. 

Service to the customer at Burk- 
holder’s also includes attention to 
detail in making bulk installations. 
Tanks are stationed on concrete 
foundations, high enough from the 
ground to facilitate repainting. 

“The farmer of this era,” de- 
clared Mr. Burkholder, “takes tre- 
mendous pride in the appearance of 
his farm and equipment. We cater to 
the farmer’s desire for neatness by 
giving the tanks a repaint job 
every time they are refilled. A spray 
gun, with 200 ft. of electric cord, 
is carried on the truck. While the 
tank is filling, the truckman scrapes 
it down and covers it with bright 
aluminum paint. We have $50 in- 
vested in a spray gun. There is no 


60 





outlay for labor since the truck- 
man does the job while the truck is 
emptying into storage. It costs only 
75 cents to paint a 1000-gal. tank. 
Because it demonstrates to the 
farmer that we are interested in 
him and in his equipment, it builds 
tons of goodwill. The fact that the 
customer receives a service he does 
not expect enhances the value of the 
policy.” 

A similar plan is carried out on 
bottles. They are repainted, whether 
they need it or not, as they arrive 
at the shop. Not only does this plan 
build goodwill but it preserves the 
cylinders and makes them last 
longer. 

Burkholder’s is proud of its cold- 
weather record. In Missouri tem- 
peratures hover below freezing 
from November until late March 
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and tank freeze-ups are a consider- 
able headache. 

“We are careful that there is no 
moisture in the tank,” Mr. Burk- 
holder asserted, “before we add one 
or two gallons of alcohol. If the 
need arises, we add a quart or two 
more as the temperatures dip. This 
procedure solves the freeze-up prob- 
lem nicely.” 

Burkholder’s backs its sales with 
unconditional guarantees. It stands 
behind every installation, and every 
service job its staff undertakes. The 
well-trained, versatile repair crew 
frequently repairs gas appliances 
free of charge two years after they 
have been sold. 

“In merchandising LP-Gas_in- 
stallations,” Mr. Burkholder said, 
“we have catered to the preferences 
of the people of the trade territory 
we serve. For instance, residents of 
this area prefer that the entire ex- 
ck- pense of a bottled or bulk propane 
ds. installation be included in thé ini- 
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7" FRO! & mBar 


Burkholder's bulk and bottling plant on 
the outskirts of Sedalia. 


tial sale. Rather than sell a gas 
range for $149 and inform the cus- 
tomer after the deal is made that 
there will be an extra expense of 
$20 for installing the LP-Gas setup, 
we price the range at $169 and tell 
him ‘that covers everything’.” 

Cylinder customers are protected 
by careful installations and strict 
compliance with safety codes. “When 
a repairman goes out to make a new 
bottled gas installation, he takes 
along all of the tools necessary to 
do the job properly,” Mr. Burk- 
holder emphasized. “The bottles are 
placed on a foundation. A hood 
covers the regulator and the valves. 
All installations are made in strict 
conformity with the Missouri State 
LP-Gas Code.” 

Burkholder’s 7-man service crew 
gives prompt service on small oper- 
ational difficulties such as pilot 
light, burner, and thermostat fail- 
ures, The formula for training 
service specialists is simple—new 
recruits go out with veterans until 
they. are qualified to be on their 
own. 
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Five service trucks, and a bulk 
tank truck, are fitted with every 
type of tool needed to make on-the- 
spot repairs. An emergency 24-hour 
repair service is furnished by alter- 
nating members of the staff. If a 
furnace fails to function at 2 a.m. 
on a cold, wintry night, Burkhold- 
er’s has a 2-man team ready to 
make the necessary repairs. 

A service shop is an integral part 
of the headquarters store. A second 
service shop is operated at the 18,- 
000-gal. bottling and bulk plant, 
situated on the outskirts of Sedalia. 
The plant contains automatic bottle- 
filling equipment and 500- and 1000- 
gal. tanks for servicing bulk cus- 
tomers. 

That the customers like the 
Burkholder service policy is indi- 
cated by the story of the company’s 
growth. It had 200 bottled gas cus- 
tomers in 1941, its first year of 
business. Today it has 900 bottled 
and 450 bulk users. Last year it 
added 77 bulk customers. 

Burkholder’s allocates 2% of its 
gross to advertising. Twice-weekly 
newspaper layouts take the lion’s 
share, There are two key promo- 
tions. The first is the policy of 
making donations of small appli- 
ances (waffle irons, toasters, lamps, 
etc.) as prizes for church parties, 
school pie suppers, and other com- 
munity occasions. Last year this 
promotion cost $1000 but Mr. Burk- 
holder figures it paid off in good- 
will. 

The second is the annual Missouri 
state fair booth. The company’s 
1950 booth cost $175 and resulted 
in 30 new customers. Included in 
the items “showcased” in the at- 
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tractive exhibit were floor and 
central furnaces, a 300-gal. tank, 
and a Servel refrigerator. 

“We know our state fair booth 
clicks,” smiled Mr. Burkholder, 
“because September, the month 
after the fair, is always our best 
sales month.” 

“At this year’s fair, we found 
visitors intensely interested in LP- 
Gas heating installations,” he said. 
“They asked to see customer heat- 
ing records as compared with those 
of coal and oil users. We went to 
the state fair armed with this type 
of information, all sorts of liter- 
ature, and down-to-earth argu- 
ments. 

“Yes, the farmer is getting more 
and more LP-Gas minded. He is 
finding out it is the way he can ‘be 
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in town in the country’. 


Chemistry, Physics Handbook 
For 1950 Now Available 


Liquefied petroleum gas dealers will 
be interested to know of the recent 
publication of the 32nd edition of the 
“Handbook of Chemistry and Phys- 
ics,” which contains an infinite amount 
of information of value to dealers in 
their operations. 

Among other subject matter there 
are included chapters on properties 
and physical constants, specific grav- 
ity and properties, electricity, mathe- 
matical tables, and important infor- 
mation upon many engineering sub- 
jects, including specific facts for hex‘- 
ing and ventilating engineers. 

This book is brought up to date 
annually and the 1950 edition contains 
2836 pages. It sells for $7.50 per copy 
and can be had direct from Chemical ° 
Publishing Co., 2310 Superior Ave., 
Cleveland 14. 
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Better see COLORS 


... because CALOR has the reserves of top quality Butane-Propane 
strategically located to serve the West... plus the transportation facilities to 
deliver the product promptly when you need it. You will never find a more 
dependable all-weather supply nor more complete service. Yes! ... better see 
CALOR now and you, too, will look forward to the future with confidence 
when you rely on the West’s leading independent marketer of LP-Gas. 


For a more complete service all ways—always call CALOR 


CALOR GAS COMPANY 


114 SANSOME STREET « Telephone YUKON 2-3360 + SAN FRANCISCO 4, CALIFORNIA 
Seruing Western America 
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Nova Scotia Gets 


OME months ago, J. P. Steinhauer, 
of St. John’s Newfoundland, was 
walking down the street in Sydney, 
Nova Scotia. He stopped in front of 
the furniture store of C. Roy Mason, 
where he noticed a propane gas range 
in the store window, and inquiry dis- 
closed that Mason’s were propane dis- 
tributors for Sydney. 

The two men met and before the 
meeting was over they were asking 
each other the question: “Why not 
build our own cylinder filling plant in 
Sydney?” The answer came several 
months later when the Blu-Flame Gas 
Ltd. was formed with J. P. Steinhauer 
as president, C. Roy Mason as vice 
president, F. W. McKnight as secre- 
tary, and A. J. Cockell as treasurer. 

The company acquired a piece of 
property at Leitche’s Creek Station, 
nine miles from town. Their next 
problem was to obtain an engineering 
concern to design and install the plant. 
Bids on completed plants were re- 
quested from 











First Filling Plant 


By M. F. WOODRUFF 


Design Engineer, Pacific Gas Corporation 


New York City 


companies in the United States and 
Canada. Late in the spring, the con- 
tract was awarded to the Pacific Gas 
Corp., of New York City. 

One basis for so awarding this con- 
tract was the fact that Pacific Gas 
had pioneered cylinder filling plant 
construction in Canada by building the 
first one in the Province of Quebec, 
and the first one at Moncton, New 
Brunswick, as well as others. Under 
the terms of the contract, Blu-Flame 
was to supply the foundations, skilled 
and common labor. Pacific Gas, in 
turn, furnished foundations and piping 
drawing, all equipment and a super- 
vising engineer to install, test and 
start the completed plant. 

The work commenced late in 1949 
with the erection of the 16’x30’ cyl- 
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inder filling house. The first car of 
Pacific “cylinder grade” propane was 
unloaded soon after and the cylinder 
filling operations started the following 
day. 

As constructed, the Pacific Gas 
storage and filling plant consisted of 
one U-68, 30,000 (U. S.) water gallon 
capacity propane storage tank. Tank 
piping was designed to permit the 
connection of a second storage tank 
with no interruption of other services. 
The 5 hp, 90 gph, liquid pump not only 





Left: Pipelines running from storage 
tank to unloading station and liquid 
pump. These lines were held above- 
ground to provide easier mainte- 
nance and for five yearly tests as 
required by Canadian regulations. 
Center: 16 ft. x 30 ft. cylinder filling 
house with 6-ft. loading ramp. Note 
raised platform construction and 
floor vents for complete dissipation 
of heavy vapors. Storage tank is 
30,000 gals. Right: Tank car and un- 
loading station showing double hose 
liquid line and equalizing line. Cyl- 
inders in background are part of 
first carload purchased by Blu-Flame 
for its expanding operations. 








fills the cylinders, but unloads the 
tank cars. It is equipped with both 
internal and external by-passes to 
prevent excessive pressures on the 
discharge side of the pump. 

The cylinder filling manifold is 
extra large to reduce pipe friction 
and can fill four cylinders simultane- 
ously, using automatic manifold and 
scale valves. Cylinder scales are espe- 
cially designed for the propane in- 
dustry, to handle cylinders of all ca- 
pacities. 

The 16’x30’ cylinder filling house 
was erected, doors and windows in- 
stalled by four men in four and a half 
days. All electrical fittings are Class 
1, Group D, explo@“® proof. 

Other features of design include the 
installing of pipe line relief valves be- 
tween all stop valves, complete floor 
and below floor ventilation for the 
removal of heavy vapors. 

Design and piping provides for the 
installation of a 5 hp vapor compres- 
sor to recover tank car vapor. The 
plant is designed to unload either by 
liquid pump, vapor compressor or 
both, depending on plant conditions. 

According to Mr. Steinhauer and 
Mr. Mason, their immediate plan is 
to appoint dealerships in several stra- 
tegically located towns and cities 











throughout the Maritimes. Under this 
plan an educational program will be 
set up to qualify each distributor in 
the latest and safest methods of in- 
stallation and maintenance. As in 
similar organizations, the difficult in- 
stallation questions will be referred 
back to the main office for answering. 
At present, Blu-Flame will do all of 
their distributing in the familiar 100- 
lb. cylinders. These cylinders will go 
by rail, truck or boat not only to the 
Maritimes, but as far east as St. 
John’s, Newfoundland. 

Blu-Flame’s new plant will enable 
the: people of eastern Nova Scotia 


and Newfoundland to enjoy the ben- 
efits of city gas for the first time and 
present indications point to a ready 
acceptance. Future plans call for a 
similar bottle filling plant in Nova 
Scotia, and possibly a skid tank plant 
in Newfoundland. 

Locally, in the spring, a second 
steel building will be erected at 
Leitche’s Creek to serve as a ware- 
house and plant office. 

As outlined by Mr. Steinhauer, the 
company policy is to sell propane in 
volume and pass along the benefits to 
the consumer in the form of low cost 
fuel and excellent service. 


1950 Was Important Year for Florida Firm 


Green’s Fuel, Inc., had its 25th 
birthday last October, and 2500 resi- 
dents of Sarasota, Fla., helped the 
company celebrate at a day-long open 
house. 


Originally, the open house was 
scheduled from 9 a.m. to 6 p.m., but 
according to Kenneth H. Koach, 
Green’s Fuel vice president and gen- 
eral manager, visitors were still 





Green’s Fuel, Inc., Sarasota, Fla., makes a habit of winning first prize in the annual Sara de 
Sota Pageant. Here is their 1950 entry. 
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For fast sales ACTION... 







Hamilton offers the original, only complete 
line of gas dryers. Hamilton specializes in 
clothes dryers only and does not ask you 
to take on tag-along appliance ‘‘extras.” 
Check the superior Hamilton features. See 
your Hamilton Distributor about the great- 
est franchise in the clothes dryer industry! 


INCREASE PROFITS WITH TWO 
HAMILTON GAS CLOTHES DRYERS! 
1 Hamilton “Matchless Ignition” Gas Dryer is com- 
pletuly aut tic! (No tch quired.) Plati- 
num glow coil ignites pilot light. Just set timer 
and it starts! Model No. 1100-G. 

2 Hamilton Standard Gas Dryer, Model No. 1000-G 
has same superior features as Model No. 1100-G 


except automatic ignition. 





The Original 
Automatic 
Clothes Dryer 
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Hamilton Gives You: 
1 The greatest name in the automatic clothes dryer 
business! 


2 The only complete line of automatic clothes 
dryers—four different Hamilton models! 


3 Best quality of construction and performance! 
4 More years of experience and craftsmanship! 
5 Most service-free appliance you can selli 
6 Hardest selling promotions, such as the “Badge 
of A Drudge” campaign! 
Gas Has Got It for Clothes Drying! 


L Dryers ilable in Bottled, Natural and 
Manufactured Gas Models. 
In Canada the Hamilton Dryer is known as the Coffield-Hamilton 


Automatic Clothes Dryer, and is distributed by Coffield Washer 
Co., Hamilton, Ontario. 





SEE the Hamilton Exhibit at the American Furni- 
ture Mart in Chicago during 1951 Winter Market, 
January 8 through January 19. Space 1420. 


Sign the Franchise 
with Special Benefits! 









Write, wire or phone us ‘or de- 
tails. Or see your Hamilton Dis- 
tributor today! 


Hamilton Manufacturing Company 
Two Rivers, Wisconsin 


TRADE MARK REG U 5 PAT OFF 


ulematic OAS CLOTHES DRVER 
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There were scenes like this all day long in the offices of Green’s Fuel, inc., 
on its 25th anniversary celebration in Sarasota, Fla. 


thronging to the company’s head- 
quarters as late as 9 p.m. Two gas 
ranges were given away as door 
prizes, and there were refreshments 
and souvenirs of the party for every- 
one. 

No strings were attached to the 
drawings for the doorprizes, and win- 
ners didn’t have te be present when 
the drawings were made. 

On Oct. 18, the night before the 
open house was held, almost the en- 
tire second section of the Sarasota 
Herald-Tribune was given over to 
feature stories about Green’s Fuel, 
its history and its management, and 
to congratulatory advertisements 
from appliance dealers and manufac- 
turers. Green’s Fuel is distributed 
throughout Florida, Georgia, and the 
Carolinas. 
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The company was founded in 1925 
by James B. Green, who later patent- 
ed his design for Green’s Fuel under- 
ground gas system, which was widely 
distributed throughout Florida in the 
early ’30’s. Mr. Green’s son, N. Taylor 
Green, now serves as president of 
Green’s Fuel, Inc., following retire- 
ment of his father. Other corporation 
officers include Mr. Koach and S. A. 
Jackman, secretary-treasurer. 

But a silver anniversary is only one 
of several important celebrations and 
events for Green’s Fuel in 1950. 

Last February the company won 
acclaim with its “Goodship Lollypop” 
float in the annual Pageant of Sara 
de Sota. Then came the annual dis- 
tributors meeting and the Sarasota 
barbecue. 


A mobile showroom for the latest 
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For Immediate Delivery 


Anco-Pacific 114 WG 
"Pig" 

A. R. Wood Brooders 

Bulk Plant Equipment 

Minneapolis- 


Honeywell Controls 


Boss Couplings 
Rolagrip Couplings 
Cylinders 
Brass Pipe Fittings 
Imperial Flared 
Fittings 
Kidde Fire 
Extinguishers 
LPCG Brass Fittings 
Stock Bins and 
Cabinets 
Deep Fat Fryers 
Space Heaters 
Stock Tank Heaters 
Liquid Transfer 
Pump Units 
Floor Furnaces 
Aeroquip Hose & 
Assemblies 
Motor Controls 


Hewitt Propane Hose 


Hot Plates 


Housings 

Rockwell-Emco ''00"' 
Meters 

Pittsburgh Print-O- 
Meters 

Moisture Traps and 
Adaptors 

Paint 

Paint Spray 
Equipment 

Pigtails 

Corken Pumps 

Krug Hand Pumps 

Edson Hand Pumps 

Package Bottle Filler 
Unit Pump 

Tractor Filling Pump 

Viking Truck Pump 

Vapor Pumps 

Fisher Regulators 

Safti-Flame 
Equipment 

Fairbanks-Morse 
Portable Platform 
Scales & Precision 
Indicator 

Rectorseal #2 Sealing 
Compound 

Copper Tubing 


AND MANY OTHER ITEMS 


3 ways to Buy 


Anco's warehouse distribution plan 
gives you faster service and lower 
Prices. 

Three ways to order—any one of 
the plans below can answer your par- 
ticular problem. 


1. Buy from Anco Salesman— 


Contact the nearest Anco Sales’ Office. 
Our representatives know the current "best 
buys" and fast-moving items—they will 
gladly offer assistance on your sales and 
merchandising problems. 


2. Order by mail or phone— 


Mail orders receive prompt attention... 
in most cases, orders are shipped the same 
day received. Where we can save you 
freight costs, your orders are relayed for 
delivery from the ANCO warehouse nearest 
your plant. 


3. Visit your nearest Anco store 


—If you are located near one of the 
ANCO offices or warehouse points, it may 
be possible to pick up the supplies you 
need without delay or extra shipping costs. 
Our system of Service Stores is being ex- 
panded to give you a one-stop source of 
supply close at hand. 











217 EAST ARCHER 
TULSA, OKLAHOMA 
Branch Offices: 
Minneapolis, Minnesota 


Chicago, Illinois 
Omaha, Nebraska 
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ANCO 


MANUFACTURING & 
SUPPLY CO. 





Supply Stores & Warehouses 
308 South Front Street 
East St. Louis, Illinois 


2602 Ed Creighton Ave. 
Omaha, Nebraska 
217 E. Archer St. 
Tulsa, Oklahoma 
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Joshua H. Hunter, 26-year employe of 
J. B. Green Plumbing & Equipment, 
Inc., (Green’s Fuel distributor for 
Sarasota, Fla.,) is entertained at south- 
ern barbecue in Sarasota. J. B. Green, 
founder of the Green companies, is 
presenting Mr. Hunter with a gift 
before 75 other employes. 


in gas appliances has been put into 
operation by Green’s Fuel in the 
Carolinas, Georgia, and Florida, with 
each company distributor scheduling 
a period of time for the use of the 
display trailer. 

J. Henry Julian, with more than 30 
years’ experience in the gas industry, 
will direct the supervision and ar- 
rangements for the use of the trailer 
in the Carolinas and Georgia. He will 
headquarter in South Carolina where 
he will serve as a coordinator, devot- 
ing his time to the development of the 
company’s gas business. 

Two compary meetings were held 
in June. One was a four-day clinic 
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held in the municipal auditorium in 
Sarasota. Under the direction of Wil- 
liam J. Burkett, chief engineer, the 
clinic theme was followed in order to 
give each of the 97 servicemen in at- 
tendance the maximum of individual 
training. 

Servicemen from the states served 
by the company heard discussions and 
saw demonstrations covering all lines 
of LP-Gas appliances and equipment. 
Considerable interest was shown in 
the aircraft owned by the Hughes 
Carburetor Co. which flew from Okla- 
homa City to Sarasota on butane gas. 

Following the clinic, a two-day dis- 
tributors’ meeting was held at the 
Surf & Sand hotel in Sarasota on 
June 12-13 with 130 in attendance. 


"Service, Safety, Sales" Series 
Available in Pamphlet Form 


“Service, Safety, Sales,” the series 
of articles authored by Keith Cleven- 
ger in BUTANE PROPANE News for 
August, September, October, Novem- 
ber, and December 1950, will be re- 
produced in an_ operating-manual 
form, the author has disclosed. 

Mr. Clevenger, economics and sales 
consultant for the National L-P Gas 
Institute, has compiled and integrated 
the articles for publication in a 24- 
page, pocket-size booklet, easy to 
carry and ready for reference. 

Material included consists of a 
resume of the course in salesman- 
ship that Mr. Clevenger has presented 
for the National L-P Gas Institute 
for the past three years. 

Price of the booklet will be 40 cents, 
with a lower price available to pur- 
chasers of bulk quantities—100 copies 
or more. Inquiries should be addressed 
to the National L-P Gas Institute, 
1105 S. Main St., Tulsa 3, Okla. 
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- A Lightweight Torch 
4 With Heavyweight Versatility 
in 
eS Now MUTUAL offers the B-9!1 LP-Gas 
la- Torch—a lightweight, portable unit that 
As can handle many different jobs. This 
a compact, multi-purpose assembly com- 
h bines fuel container and hand-torch in 
“ one highly efficient tool, excellent for 
on leading . = . sweating .. . light brazing 
7€. . .. burning . . . hand soldering . 
soft soldering, etc. 
The cylinder-torch is small and light and 
5 can be held in one hand with ease. If 
two hands are needed, torch tip can be 
attached to end of extension hose. Con- 
eS tainer is hung from belt if desired ... 
n- Cylinder is registered 1.C.C. with fus- 
or ible plug, fill and vapor valves, and 
=a liquid level gauge. Can be filled by 
os weight or volume. 
al Investigate this fast-moving profit- 
builder that LP-Gas dealers can sell 
™ for home, industry and farm use. | 
iS | 
‘i MUTUAL offers a complete line of Industrial Burning Equipment— | 
0 © Plumbers’ Furnaces @ Soldering Irons 
@ Sheet Metal Furnaces @ Paint Burners 
a @ Heavy-Duty Furnaces @ Weed Burners 
_ @ Pointed-Flame Torches @ Cylinder Vise 
d @ Broad-Flame Torches @ Cylinders 
e All workmanship and materials fully guaranteed! 
Sy 
: Vy 
d LIQUID GAS EQUIPMENT CO.,Inc. 
’y 3600 WEST IMPERIAL HIGHWAY, INGLEWOOD, CALIF. 
° 
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Heat Resort Cabins 
With Propane 


Top: One of three 500-gal. propane tanks installed by Lone Star Gas 
Co., Dallas, to serve remodeled Island View Camp at Lake Texoma for 
cooking and heating cabins. Eight hundred feet of I-in. yard line providing 
28 openings was installed as part of the 'Stargas" service for the camp. 


Below: The “Round House" is the home of Ernie L. Zink, owner of the 
camp, and is heated with LP-Gas. Insert: Chef J. E. Miller likes both the 
propane and the new "Garland" heavy duty range. 
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STAMPINGS HOUSINGS 


The line that can fill your needs for 
bottled gas housings . . . as it has for 
other leading distributors ... 


The best recommendation for any product is the repeat 
business it gets. Stampings is gratified by the many 
people in the bottled gas industry who continue year 
after year to use our products in their service. Because 
we appreciate this confidence, it is our aim to give the 
best values obtainable in bottled gas housings. Choose 
yours from the complete line shown below. Catalog 
on request. 





At left: The = PB MODEL. 





servici \ 4 
Designed especially for use 
with small and medium size 
regulators. 

At right: The C-2-8 MODEL. 
Consists of hood hinge-mount- 
ed on bracket. Attaches dir- 
ectly to the wall. Simple to 
install, easy to service. For use 
with small and medium size 
regulators, 





THE C SERIES IN 2 MODELS 








l ] FOR SINGLE CYLINDER CAST ALUMINUM 
THE D SERIES IN 4 MODELS WALL-MOUMTED HOUSING WITH PRE- 


FABRICATED BASE 








BASES ONLY--NOW AVAILABLE! 


This is exactly the same base that Stampings has so rn 
successfully use¢ on its complete units. It is made of 1 





asbestos and concrete — a tough combination that stands 
up under weather and abuse. Corrugated surface pro- 
vides drainage and ventilation. Saves tanks, time and 
money. Write for prices in various quaatities. 





21” WIDE BY 30” LONG 
YOU DRILL HOLES IF NEEDED 


OF BETTER HOUSINGS 


2 


STAMPINGS INC. DAVENPORT, IOWA @ EASTERN SALES OFFICE 522-5th Ave.. NEW YORK @ Murray Hill 7-5523 


THE HOUSE 
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Dual Objective for NBPA 
In Washington, D.C., Meeting 


Its new National Affairs committee 
was the big item of interest to the 
National Butane-Propane Assn. last 
month as its officers prepared for the 
combined district convention and board 
meeting in Washington, D. C., Jan. 
17-18. 

The new committee, formed even as 
special national legislation to cover 
the emergency period was imminent, 
is designed to offer the bulk plant 
operator’s viewpoint and to explain 
operating procedures and require- 
ments to the natiori’s lawmakers. 
NBPA wants no repetition of the 
overly restrictive rules that were im- 
posed during World War II—largely, 
NBPA leaders feel, because many re- 
sponsible for drafting the regulations 
were not familiar with the ramifica- 
tions of the LP-Gas business. 

Forrest Fram, who recently ended 
his term as NBPA president, is chair- 
man of the National Affairs commit- 
tee. He is aided by a group of 33 com- 
mitteemen, to whom invitations to 
serve on the committee have been ex- 
tended. These will represent all areas 
of the U.S., and will be able to pre- 
sent industry problems as they exist 
within the different states. 

Elwin E. Hadlick, NBPA executive 
vice president, has announced the pro- 
gram for the Washington meeting. It 
will include the first meeting of the 
committee, formation of subcommit- 
tees and outlining of a course of ac- 
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CHARLES GRAU 


E. E. HADLICK 


tion, two luncheons at which promi- 
nent Capital-City speakers will ad- 
dress delegates, a visit to the houses 
of Congress, and general discussions 
of current industry problems. 


Illinois 

The Illinois LP-Gas Assn. has an- 
nounced plans for a series of regional 
meetings during 1951. 

A. J. Woelfie, president of the Il- 
linois group, has outlined purposes 
of his meetings as follows: (1) to 
increase membership; (2) to make 
efforts to tie in local advertising 
with the national LP-Gas prometional 
program; and (3) to formulate a plan 
for participation in the 1951 Illinois 
state fair. 


Indiana 


Plans and a tentative speaker list 
have been announced for the first 
annual convention and trade show of 


BUTANE-PROPANE News 

























mi- 
ad- 
Ses 
ions 


an- 
nal 


. Il- 


oses 
) to 
1ake 
sing 
onal 
plan 
nois 








the Indiana Liquefied Petroleum Gas 
Assn., by Ted Feely, association presi- 
dent. The convention and show will be 
held in the Hotel Antlers, Indian- 
apolis, Feb, 7-8. 

Tom Crowden, chairman of the trade 
exhibit committee, has indicated that 
space for the show is nearly sold out, 
and that enthusiasm for the exhibit 
is high. On the speaker’s list for the 
convention’s business sessions are 
such industry leaders as Kenneth 
Rugh, manager of Phillips Petroleum 
Co.’s Philgas division; George Saas, 
president of Saas Advertising Agen- 
cy; Indiana Governor Henry F. 
Shricker; M. A. Ennis, Cribben & 
Sexton; and Floyd Campbell, con- 
sulting engineer. Mr. Rugh has chosen 
a broad topic for his address: “The 
LP-Gas Industry; Its Background, 
Development, and Future Potential.” 
Mr. Ennis’ talk is entitled ‘“Glamor- 
izing the Btu’s” and Mr. Campbell 
will moderate two forums—“Carbur- 


etion and Power” and “The Econom- 
ics of Bulk Distribution.” 

In addition to the trade exhibit and 
the business meetings, the committees 
in charge of the convention have 
scheduled a program of entertain- 
ment for the wives of delegates and 
a “Gas-Is-Going-To-Keep It” banquet. 


Maine 


Central Section—Six LP-Gas deal- 
ers in the Bangor, Maine, area met 
in that city on Dec. 1, for the pur- 
pose of discussing possible formation 
of a Central Maine liquefied petro- 
leum gas association. 

Lloyd Coffin, M. L. Coffin Co., Ban- 
gor, called the meeting at the sugges- 
tion of L. H. Holman, vice president 
and director of the New England 
LPGA. 

Participating dealers voted to call 
a general meeting of LP-Gas industry 
men early in 1951 to discuss further 





This photo taken at the Nov. 6 annual meeting in Minneapolis of the Minnesota 

Petroleum Gas Assn. Left to right: A. M. Flikke, “E. E. Hadlick, Leonard C. Lund, 

B. A. Brokaw, Col. E. B. Miller, L. H. Dow, Charles Russell, Charles Bubar, K. J. 
Forderbrugen, John L. Locke. 
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sissippi. Perey Magee, Home Gas Co., 
Tylertown, was elected vice president 
and H. H. Whitworth, Whitworth Bu- 
tane Gas Co., Oxford, is the new 
secretary. 

Among the interesting speakers at 
the meeting was John Allen, chief in- 
spector, motor vehicle commission, the 
agency having jurisdiction over the 
LP-Gas industry in the state. He re- 
ported on the improved safety record 
of the industry. Compiled figures 
showed that accidents have decreased 
this year over last year. 

Other speakers included Ralph 
Towne, Rheem Manufacturing Co., 
New York City, who spoke on sales- 
manship, and “Duke” Sweeney, Beal’s 
Advertising Agency. 

Joe Gardner, of Gardner Gas & Ap- 
pliance Co., Natchez, and Ray Baxter, 
United Electric Service, Monroe, La., 
were in charge of entertainment. 


Oklahoma 


Forty of the 45 members of the 
Oklahoma Liquefied Petroleum Gas 
Assn. met for the group’s fall meet- 
ing in Oklahoma City, Nov. 28, it 
was reported by R. C. Tanner, LPGA 
Central States secretary. 

Delegates heard addresses by 
George Hales, Appliance Distributors, 
Oklahoma City, and E. W. Voice, 
Warren Petroleum Corp. Following 
these addresses, election of associa- 
tion directors from the various dis- 
tricts was held. The results were: 
District 1, J. L. Grigsby, Jr., Ameri- 
can Butane Propane Co., Oklahoma 
City, and Ralph Lillard, Blue Flame 
Gas Co., Shawnee; District 2, H. W. 
Giessing, Oklahoma Motor Fuel Co., 
Miami, and H. E. Wilkins, Kay Bu- 
tane Gas Co., Blackwell; District 3, 
Earl Parker, Parker Fuel Co., Ada, 
and Jewel Callahan, Broken’ Bow 
Home Appliance & Gas Co., Broken 


78 








CALENDAR 


1951 
Jan. 17-18—National Butane-Propane Assn. 
District Meeting. Mayflower Hotel. Wash- 
ington, D. C. 


Jan. 21-23—2nd Annual Kansas. Engine 
Fuel Service School. Manhattan. 

Jan. 22—Arkansas Butane Dealers Assn. 
Mid-Year meeting. Little Rock. 

Jan. 22-23—Compressed Gas Assn. Waldorf 
Astoria. New York City. 

Jan. 22-25—American Society of Heating 
and Ventilating Engineers. Philadelphia. 


Jan, 28-29—Michigan LP-Gas Assn. Morton 
Hotel. Grand Rapids. 


Feb. 7-8—Indiana Liquefied Petroleum Gas 
Assn. Ist Annual Convention and Trade 
Exhibit. Antlers Hotel. Indianapolis. 


Feb. 19-21—Third Annual Rocky Mountain 
Service School. University of Denver. 
Denver, Colo. 

Feb. 23—NGAA Regional Meeting. Settles 
Hotel. Big Springs, Texas. 


March 19-21—LPGA South Eastern District 


Convention and Trade Show. Biltmore 
Hotel. Atlanta, Ga. 


Mar. 26-28—LP-Gas Service School. Uni- 
versity of Minnesota. Farm School. St. 
Paul. 

Mar. 29-30—New England LP-Gas Assn. 
Annual Meeting. Hotel Statler, Boston. 

April 16-18—Gas Appliance Manufacturers 
Assn. Annual Meeting. Drake Hotel. 
Chicago. 


April 19-21—Florida-Georgia Gas Assn. and 
Florida LP-Gas Assn. joint meeting. 
Hollywood Beach Hotel, Hollywood, Fla. 


April 25-27—NGAA. Mayo Hotel. Tulsa, 
Okla. 


May 7-10—LPGA Annual Convention & 
Trade Show. Stevens Hotel. Chicago. 
June 10-12 — Arkansas Butane Dealers 
Assn. Annual Convention and Trade 

Show. Little Rock. 

June 13-15—Texas Butane Dealers Assn. 
Annual Convention & Trade Show. Hotel 
Texas, Fort Worth. 

Sept. 10-12—Eastern LP-Gas Service School. 
University of Bridgeport. Bridgeport, 
Conn. - 


Oct. 8-12—National Safety Congress. Chi- 
cago. 


Oct. 15-18—American Gas Assn, Annual 
Convention. St. Louis, Mo. 
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“ow. LP-Gas Dealers, Marketers, Producers 
and Manufacturers Step Up Their Profits 
When They Join the National Program. 
The National LP-Gas Promotion Program 
will make ’51 a big year. for you if you join 
now... you'll start to benefit right away! 
A powerhouse promotion program has been 
developed by a committee of experienced 
LP-Gas and advertising men—every phase 
of it will be in there pitching for you! You 
will do more business...make more sales... 
and, what’s really important, you will 
Sestern, 00 ais increase your profits by ming an active 















counter and window member of the National LP-Gas Promotion 

displ local 

stories, radio senpts «FOREARM. enol 
—all are designed to Write for complete information and for 

increase your LP-Gas 


your pledge form today. Send your request 
to the National Committee for LP-Gas Pro- 
motion, 11 South LaSalle St., Chicago 3, Ill. 


. business. 


) jj 
Press releases on LP-Gas to country 
and small town newspapers, radio 
stations, women's magazines and 
al publications will be 
in there pitchin’ for you every day. 













~“ 


“’ 43 magazines will be used to parade a 
S\. campaign of national advertising—metro- 
y politan suburbs, smalltowns and areas 


the country over will get the LP-Gas story 
that will lead prospects into your store. 





Chi- 







“Join the National LP-G. 
Promotion Campaign—} 
will then have the privileg 


; i ; if displaying this emblem 
Pioneer and Leader in the Design and Pt 2, sh cempentienl™ 






} Manufacture of Precision Equipment og ra 
| for Using and Controlling LP-Gases S a ee 





Bow; District 4, Jake Dyer, Butane 
Gas Co., Lawton, and Sherman Sprad- 
ling, Tri-County Butane Co., Hollis; 
District 5, Ed Sabin, Sabin Propane 
Gas Co., Enid, and Lewis M. Mitchell, 
Standard Gas & Equipment Co., Clin- 
ton. 

The new directors then elected Mr. 
Sabin, president of the association, 
W. J. Alexander, Black, Sivalls & 
Bryson, Oklahoma City, vice presi- 
dent, and Glenn Moore, Western 
Oklahoma Butane-Propane, Inc., sec- 
retary. Recommendations to the gov- 
ernor of Oklahoma of proposed mem- 
bers of the LP-Gas advisory board 
included Mr. Mitchell, Logan Hyder, 
and Claude Berry. 

The association voted a commenda- 
tion to Charles Hurly, Minco, for his 
services as temporary president of 
the group from August through No- 
vember. 


Utah 


Two top officers were reelected and 
two new directors joined incumbents 
in elections of the Utah Liquefied 
Petroleum Gas Assn. held early in 
December. About 30 members attend- 
ed the association’s meeting in Salt 
Lake City. 

L. Marshall Haines, Inland Gas Co., 
Salt Lake City, was reelected presi- 
dent; Fred H. LaFrentz, LaFrentz 
Liquid Gas & Engineering Co., Cedar 
City, was renamed vice president; 
Charles A. Rodman, Lang Co., Salt 
Lake City, took over duties as secre- 
tary-treasurer, replacing John Haines. 
Tom Jones, Southeastern Utah Gas & 
Appliance, Monticello, was elected a 
director, as was Orson P. Wright, 
Rocky Mountain Gas Co., Salt Lake 
City. Holdover directors include Rus- 
sell D. Kier, Vernal; J. Harold Reese, 
Trementon; and Mr. Haines. 

Out-of-state attendants at the 
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meeting included Dick Dorst, new 
LPGA West Coast secretary; Don 
McNary, former West Coast secretary 
and now a member of Calor Gas Co., 
and F. N. Mabee, national LPGA di- 
rector from Denver, Colo. 

Major business of the meeting was 
discussion of Utah’s motor and use- 
fuel taxes, and consideration of legis- 
lative proposals that would clarify 
present statutes. 


Wyoming 
By GENE CREIGHTON 

An excellent turnout of Wyoming 
LP-Gas dealers and distributors were 
on hand for the group’s annual con- 
vention, held Nov. 17-18 at the Town- 
send hotel, Casper, Wyo. Despite cold 
weather and icy roads, the entire 
membership was on hand for a fast 
moving program of talks and demon- 
strations, with operation during the 
uncertain days of the future as the 
principal magnet for attendance. 

First speaker on the rostrum was 
Bruce K. Ward of the Credit Bureau 
of Casper, who warned the assembled 
dealers of the dangers of extended, 
unwarranted credit and taking “risk 
deals.” Pointing out that the per- 
centage of delinquent bills in every 
retail business extending credit has 
jumped tremendously in recent 
months, Mr. Ward advised that every 
effort be made to check credit refer- 
ences thoroughly before extending 
credit. 

The first afternoon business sec- 
tion was taken up with the election 
of officers, and a general open forum 
on future legislative action. Joy Kast- 
ner, Ranchers Gas & Supply Co, 
Cheyenne, was elected president and 
Jack White, of White Sales and Serv- 
ice, Wheatland, secretary. The other 
officers carried over. Officers holding 
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You: 


JANI 


-_ to cut maintenance 
Overhead 


Best bet for your industrial or com- 
mercial heating installation is the 
unit heater you can sell on the basis 
of least maintenance. That’s where 
your customer looks for long-range 
economy and lasting satisfaction. 





Tell him of the trouble-free opera- 

tion of Bryant LP-Gas Unit Heaters 

. how their specifically designed 

unit heater controls eliminate fail- 

ures ... how proper heat exchanger 

design prevents burnouts and squeezes 

: a maximum of heat from every 

Bryant Model 322 yg dollar’s worth of fuel . . . how sim- 


Unit Heater for . . . ° 
LP-Cas, 110, 135, ple, timesaving installation of these 


175, 210 thousand Bryants meets his needs for comfort 

Bia per hour the 4 : heating that’s quick, automatic and 

puts, ; without waste. These advantages 
: mean savings for him. 


And, once installed, you can count 
on these Bryant Unit Heaters for 
fewer call-backs . . . less trouble 
overhead. That’s money in the bank 
for you! 


For a more complete story, contact 
the Bryant Distributor nearest you 
or write direct. Bryant Heater Divi- 
sion, Dept. 241, Affiliated Gas Equip- 
ment, Inc., 17825 St. Clair Avenue, 
Cleveland 10, Ohio. 
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Your single source of supply for everything in gas heating equipment! 
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over are C. A. Brown, vice president, 
and George Howarth, treasurer. 

On the following day, a slide-illus- 
trated lecture on automatic controls 
was given by H. C. Lindstrom of Gen- 
eral Controls Co., who went into the 
refinements of control installation to 
guard against service expansion. 

J. L. Thompson, of Denver Propane 
Co., extended an _ interest-gripping 
subject with “Operating Costs.” 
Warning that higher costs for vehi- 
cles, repairs, office expense, payroll, 
etc., are in the offing, Mr. Thompson 
outlined the cost reducing plan he has 
developed at Denver Propane Co. 
which, on a smaller scale, could be 
utilized by almost every dealer in the 
state. Wyoming’s huge area and lim- 
ited population demand closest possi- 
ble attention to operating cost reduc- 
tion, the executive indicated. 

An appeal to every member to en- 
list other dealers and build a full 
appreciation within himself of the ad- 
vantages of association membership 
was voiced by Foster N. Mabee, presi- 
dent of the Coloradc Natural Gas & 
Fuel Co., of Denver. Mr. Mabee cited 
many instances in his own experi- 
ence in which association membership 
had paid dividends, with “The Bene- 
fits of LPGA” as his title, and stressed 
the means by which association mem- 
bership may be used to provide max- 
imum help to the individual dealer. 
The group voted unanimously to adopt 
the integration program of the LPGA. 

Technical aspects of venting were 
discussed by George McClellan, of the 
William-Wallace Co. He emphasized 
the importance of better heat distri- 
bution and safety. 


Compressed Gas Assn. 


The 30th annual meeting of the 
Compressed Gas Assn. will be held in 
the Waldorf-Astoria hotel, New York, 
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Jan. 22 and 28, according to recent 
association bulletin. 

The first day of the meeting will 
be concerned mainly with committee 
meetings and a business session; tech- 
nical discussion will be held on Jan. 
23. Included in the program for that 1 
day is a forum on the distribution of 
gases for which E. O. Mattocks, te 





American Petroleum Institute, will be g 
moderator. of 
se 
‘ fu 
GAMA yp 
Frederic O. Hess, president of the ti 
Gas Appliance Manufacturers Assn., Pe 
has announced the recent election of mi 
D. R. Meckstroth, director of sales 
research, Servel Inc., Evansville, Ind., ua 
as chairman of the General Marketing ha 
committee of the association for the W 
coming year. in 
L. O. Reese, vice president and gen- we 


eral manager, Armstrong Products ed 
Corp., Huntington, W. Va., has also $24 
been elected as vice chairman of this sel 


committee. inc 
d 

LP 

Dakota Bottlegas Co. Sells Co: 
Its Bismarck Plant . 


Dakota Bottlegas Co. Inc., has an- ly 
nounced the sale of its Bismarck as 
















N.D., plant to Farmers Union Cen- Wh 
tral Exchange. Jesse D. Laney has “a 
been named manager of the property , 
which has been renamed Farmers hes 
Union Bottle Gas plant. Two gas de- ae 
livery trucks and a service truck are ii 
now operating in the Bismarck-Man- a 
dan area of North Dakota. A 
Until this sale, Dakota Bottlegas 

had been the state’s oldest and larg- ee 
est LP-Gas dealer, with statewide dis- th 

tribution. It operated plants at Car- 4 
rington, Bismarck, Devils Lake, Lari- 








more, and Minot. 
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at HE LP-Gas industry will have 
of direct representation in Washing- 
S, ton, D.C., during the current emer- 
be gency to aid in keeping government 


officials informed of the value of es- 
sential gas services and to influence 
full consideration of LP-Gas industry 
needs before any restrictive orders 
are issued, as a result of special uac- 
he tion by the directors of the Liquefied 









n., Petroleum Gas Assn. at its quarterly 
of meeting in Phoenix, Ariz., Dec. 6-7. 
les Recognizing the gravity of the sit- 
d., uation and remembering many of the 
ing hardships imposed upon dealers in 
the World War II because of insufficient 
industry knowledge before orders 
en- were issued, the directors appropriat- 
cts ed necessary funds up to a total of 
ilso $20,000 to provide Washington repre- 
this sentation for the associatien and the 
industry at large. 
All details are in the hands of 
LP-Gas National Defense Advisory 
Committee, headed by Mark Anton, 
and to speed action, executive vice 
president Howard D. White will like- 
an- ly go to Washington immediately so 
arck § 28 to have on-the-spot representation. 
Nene Whether he or Art Kreutzer or an- 
hell other LPGA official will remain per- 
t manently has not been determined. 
oak Other members of the National De- 


fense Committee include Walter Nau- 
mer, Norman Evans, Lee Brand, 
Louis Abramson, K. W. Rugh, Allen 
James, and F, N. Mabee. 

Arizona sunshine played a major 
part in rewarding approximately 35 
LPGA directors for traveling across 
the country to attend the December 
meeting. Headed by association presi- 
dent Peter A. Anderson from Port- 
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LPGA Provides for Direct 
Washington Representation 


“PETE” ANDERSON 


Head of Utilities Dis- 
tributors and current 
president of Liquefied 
Petroleum Gas Assn. 





land, Maine, members of the board 
came from all sections of the coun- 
try, many of which were currently 
buried in winter’s snow. 

To permit imbibing as much of the 
warmth and beauty of the desert 
as possible after sessions, and to en- 
joy the luxuries of the Camelback Inn 
where the board headquartered, board 
discussions were held to essentials 
and permitted completion of business 
in record time. 

The board has decided to publish a 
simplification of industry fuel test 
methods so that they can be more 
easily interpreted by dealers. This 
work is under the direction of the 
specification committee, headed by 
Paul Shannon, of the Standard Oil 
Co. of California, San Francisco. 

At the suggestion of Foster Mabee, 
the transfer of the state of Utah from 
the Pacific Southwest district to the 
Rocky Mountain district was made, 
contingent upon approval by the state 
of Utah association. 

The progress being made by the 
Natioral Committee for LP-Gas Pro- 
motion was discussed at length by 





Taken when the board of directors of the Liquefied Petroleum Gas Assn. held a two-day 
quarterly meeting at Camelback Inn, Phoenix, Ariz., winter resort Dec. 6-7. Left to 
right, Lee Brand, K. J. Dickson and W. A. Schuette pose with the implacable Snowball, 
Camelback mascot. Mr. Brand is chairman of the National LP-Gas Promotion Program. 


Lee Brand, chairman, and Mel Trot- 
ter, vice chairman. As of Dec. 1, there 
are 635 contributors to the nation- 
wide advertising, publicity, and em- 
ploye training program and it is now 
going into its third phase with plans 
rapidly developing for the coming 
spring campaign. Of the total con- 
tributors from all branches of the in- 
dustry, 540 are marketers. 

A report on the development of 
the Gas Fuel Technology course at 
the Southern Technical Institute, 
Chamblee, Ga., was presented by Fred 
Rives, chairman of the committee 
which is endeavoring to promote this 
course. Additional association mem- 
bers will be added to the present com- 
mittee and renewed efforts made to 


_inerease the enrollment and to make 
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the course k.own to possible appli- 
cants throughout the country. 


LP-Gasmen in Vital Position 


While the U.S. Department of La- 
bor will have the final decision in re- 
gard to exemptions of men in vital 
positions, it is the belief of the direc- 
tors that LP-Gas operators should not 
volunteer for any service outside of 
their own field because of the vital 
services they could render in the 
event of a local catastrophe. Several 
state defense directors are consider- 
ing putting LP-Gas servicemen in a 
special classification, especially those 
states in New England. 

A considerable number of new ap- 
plicants for association membership 
was received and accepted. The total 
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Your guide to the 
best in modern 
automatic cookery 


THE TAPPAN STOVE COMPANY ~ Mansfield, Ohio 


For 70 years the makers of fine ranges 





TAPPANn 


salutes this symbol ! 
that’s building a bigger | 





and bigger LP gas market 





eon NATIONAL LP Gas promotional 
program is an all-out effort on 
the part of the LP Gas industry to 
broaden the market for LP Gas, 
which means a bigger market for LP 
Gas ranges and other appliances. 

The real power of this program is 
that it represents the combined efforts 
of producers, distributors, dealers, 
manufacturers of LP Gas equipment 
...the makers of LP Gas ranges, water 
heaters, refrigerators and other appli- 
ances. We work together and contrib- 
ute to this huge program to sell more 
LP Gas ranges and other equipment. 

As a pioneer in the development 
of ranges designed for use with LP 
Gas, Tappan is proud to be one of 
the charter underwriters of this 
splendid program. Now, more than 
ever, the promotion of Tappan LP 
Gas Ranges will pay handsome 
dividends to you! 

















membership of the association is now 
1042. 

Board members do not feel that 
there is any serious danger of fuel 
shortage during the coming winter 
except insofar as transportation limi- 
tations may occasionally form a bot- 
tle neck. Differing from the last war, 
butane is not expected to be as essen- 
tial as it was then, due to the in- 
creased use of kerosene and light oils 





in modern warfare planes. They do 
expect the steel shortage to affect 
appliance and equipment manufacture 
to some extent. 

The directors met at the Camelback 
Inn at the invitation of Ernest Fan- 
nin, president of Fannin’s Gas & 
Equipment Co., Phoenix, and formerly 
a president of the association. The 
next board meeting will be held in 
Atlanta, Ga., with dates to be an- 
nounced later. 


Anhydrous Ammonia Group Forms Organization 


HE Agricultural Ammonia Insti- 

tute, Inc., a national, non-profit 
organization, was formed in Memphis, 
Tenn., Dec. 7-8 in the presence of ap- 
proximately 200 men from 23 states 
connected with the manufacture and 
distribution of anhydrous ammonia 
and application equipment. 

Permanent officers are yet to be 
elected following the formal adoption 
of the constitution. Temporary of- 
ficers selected include Ed H. Gill, 
Flint Steel Corp., Memphis, as presi- 
dent; Virgil Rule, Greenville Liquid 
Fertilizer Co., Greenwood, Miss., sec- 
retary, and General Ralph H. Wooten, 
Mid-South Chemical Co., Memphis, 
treasurer. Dr. W. B. Andrews, agro- 
nomist, Mississippi State College, one 
of those responsible for calling the 
meeting, presided over the sessions 
as temporary chairman. 

Objects set forth for the new as- 
sociation include the promotion of 
ammonia and providing improvements 
of ways and means of getting and sup- 
plying essential liquefied fertilizers 
and equipment to farmers in the best 
interest of agriculture. 

Those attending the conference in- 
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By CRAIG ESPY 


cluded manufacturers of anhydrous 
ammonia, bulk anhydrous ammonia 
distributors, anhydrous ammonia tank 
manufacturers, anhydrous applicator 
manufacturers, anhydrous ammonia 
equipment accessories suppliers, and 
transportation companies. 

A board of directors consisting of 
24 members was elected, 15 from the 
classification of distributors and cus- 
tom applicators; four from anhydrous 
ammonia manufacturers and 5 from 
the equipment manufacturers. 

Members elected to the board for 
one year are: Henry A. Vann, Dixie 
Guano Co., Laurinburg, N. C.; J. L 
Brooks, Midtex Liquid Fertilizer Co., 
Waco, Texas; M. B. Raub, M. B 
Raub Co., Chalmer, Ind.; Fred Doug: 
las, Norristown, N. J.; Leroy Donald, 
Lion Oil Co., El Dorado, Ark.; L. H. 
Wright, Phillips Petroleum Co., Bar- 
tlesville, Okla.; F. H. Leavitt, Shell 
Chemical Co., San Francisco; Charles 
H. Boylan, The Weatherhead Co, 
Cleveland. 

Those elected to the board for two 
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Board of directors of newly organized Agricultural Ammonia Institute. Front row 
(left to right): Ralph H. Wooten, Ed H. Gill, E. L. Mills, C. A. Roush, Jr., J. C. Berry, 


W. D. Tucker, Chas. H. Boylan. Standing: J. L. Brooks, Henry A. Vann, Hampton 
Pugh, M. C. Craft, Ralph E, Davis, Jr., Virgil Rule, M. B. Raub, Marshall Ballard Jr., 
Dr. W. B. Andrews. 


years are: Marshall Ballard, Jr., 
American Vegetable Oils Assn., Lum- 
berton, Miss.; Louis A. Windham, 
Louisiana Agricultural Corp., Inc., 
Baton Rouge, La.; M. C. Craft, Mid- 
west Fertilizer Service, Springfield, 
Ill.; T. J. Bartlett, Nitrogen Fertilizer 
Service, Owensboro, Ky.; Hampton 
Pugh, Pugh Gin & Fertilizer Co., 
Tillar, Ark.; W. J. Exum, Commercial 
Solvents Corp., New York City; W. D. 
Tucker, John Blue Co., Huntsville, 
Ala.; E. A. Sadler, Liquid Fertilizer 
Equipment Co., Jackson, Tenn. 

Board members selected for three 
years include: C. A. Roush Jr., An- 
hyrous Ammonia Co. of Texas, Elsa, 
Texas; E. W. Thomas, Farm Service 
Corp., Boonville, Mo.; Virgil Rule, 
Greenville Liquid Fertilizer Co., 
Greenville, Miss.; J. C. Berry, Louisi- 
ana Liquid Fertilizer Co., Shreveport, 
la; Ralph H. Wooten, Mid-South 
Chemical Co., Memphis; Jefferson I. 
Davis, Southeastern Liquid Fertilizer 
Co, Albany, Ga.; Ellsworth L. Mills, 
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The Bastian-Blessing Co., Chicago; 
Ed H. Gill, Flint Steel Corp., Mem- 
phis, Tenn. Dr. W. B. Andrews, Mis- 
sissippi State College, was elected 
ex-officio member of the board. 

Manufacturers of equipment in at- 
tendance met in conference at the end 
of the two-day meeting to discuss the 
establishment of uniform standards 
for equipment as well as uniform 
state regulations and codes. This 
meeting was presided over by Charles 
Corken, of Corken’s, Inc., of Oklaho- 
ma City, who was instrumental in 
calling the meeting. 

The use of anhydrous ammonia has 
spread rapidly since 1947 when first 
applied to farm lands on a commercial 
basis. Since then bulk supply stations 
have been formed in 20 states and 
Cuba. 

Prime needs include the compilation 
of information on the response of 
crops to anhydrous ammonia and on 
equipment for handling it. The new 
institute will perform such functions. 
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NE of the greatest discoveries 
I ever made was the relative 
unimportance of a prospect’s needs 
as a factor in closing a sale. I 
proved to myself many times that 
a person may need something des- 
perately and never buy—may not 
use it even if it is given to him. 

Over the years, I had failed to 
close sales in cases where I knew 
the prospect urgently needed my 
products, It wasn’t until I realized 
that his needs determined his buy- 
ing habits much less than his de- 
sires that I learned my lesson: 
desires make markets; needs do 
not. With this simple tool, I was 
able to carve out a career in selling. 

The relationship between need 
and want in selling is one that is 
often not properly understood; yet 
it is a most important concept. 
Individuals so frequently do not 
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BY JAMES A. WORSHAM 
President, The Worsham Co., Inc., St. Louis 





“The relationship between 

NEED and WANT in sell- 

ing is not often properly 
understood.” 


buy what they need. Actually, the 
things that any of us really nee 
can be listed on the back of 4 
postage stamp. In terms of actu 
necessities to live, it might ) 
pointed out that thousands 0 
Americans subsist on a few pel 
nies a day—and they make up 
very poor prospect list of potenti 
buyers. If American busine 
catered only to the needs of t 
public, this nation would exist ! 
a perennial depression—the @ 
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mand just could not support the 
mass production system. 

Only when needs are translated 
in the human mind to become 
things desired does the sales po- 
tential rise sufficiently to make an 
attractive market situation. 

If you ask any given person to 
list the things he wants, it will be 
obvious that all the money he earns 
will not be enough to satisfy even 
part of them. How often have you 
noticed a friend buying a new set 
of golf clubs when his car needs 
new tires? The greatest asset this 
country has today is not its wide 
transportation and communication 
systems, not its banking network, 
not even the great gold reserves in 
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Fort Knox. The greatest asset is 
the highly developed and insistent 
“IT want” of 150,000,000 persons. 
This is the undergirding of Ameri- 
can business, the push from below 
that keeps production of automo- 
biles and nylon hose and new 
tractors on the rise. When, in his- 
tory, great civilizations have with- 
ered away, the decay has been 
caused by a lessening of the wants 
of the citizens and a growing satis- 
faction of their personal desires. 

Before I realized this truth, I 
had a long history of shaking with 
fright outside a purchasing agent’s 
door, afraid to go in and afraid 
not to go in. If the purchasing 
agent was not in, and I didn’t have 
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to go inside and try to sell him, I 
was happy. The change came sud- 
denly, as the result of a coinci- 
dence. I was in a city that had 
been on my regular route for two 
years. One particular day, I was 
to call upon an especially tough 
purchasing agent. He was so bel- 
‘ligerent, so insulting that I was 
afraid to call on him. Suddenly, a 
friend of mine came up the street 
in a great hurry. “I know you’re 
going to see Mr. Moore this morn- 
ing,” he said, “and I owe him $20 
for some bulldog pups he sold me. 
I can’t spare the time to see him 
myself and I must pay him today. 
Will you take the money to him 
for me?” 

The transforming power of that 
$20 bill will always remain in my 
mind. Armed with it as with a 
sword, I walked info the reception 
room of the company for which he 
worked, unembarrassed and una- 
fraid. The secretary seemed sur- 
prised when I said I wanted to see 
him (usually, nobody wanted to see 
him). But this time, J had some- 
thing he wanted. I introduced my- 
self, gave him the money, and 





Every salesman must fashion his own 
key to success through experience and self- 
analysis. Mr. Worsham found the right 
combination when he discovered what could 
be accomplished by low pressure selling. 

Although manufacturing a gas-coal fur- 
nace, and once secretary of the Retail Coal 
Dealers Assn., he is specially interested 
in the gas industry and spends most of 
his time lecturing and writing upon the 
subject of selling. His pet theme: Sell a 
man what he wants, rather than what he 
needs. 

His story is convincing. 
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“The transforming power 
of that $20 bill will always 
remain in my mind.” 


talked with him for an hour—about 
bulldogs. I never mentioned my 
affiliation or that I was selling 
anything. 

When it was time to go, Mr. 
Moore asked me what company I 
was with and what I was selling. 
When I told him, he said, “Why, 
I’ve wanted to talk to somebody 
representing that line for several 
months. I want to install that 
equipment here.” 

That was an $1800 order—and 
the credit for the sale went to two 
new feelings on my part: (1) I 
knew I would be welcomed, because 
I was giving the man something 
he wanted, and (2) the realization 
on my part that his desire for my 
product was the thing to be estab- 
lished, not his need for it. 

Mr. Moore cooperated with the 
theory. He showed me that there 
were literally hundreds of things 
he wanted that he didn’t absolutely 
need. And throughout the details of 
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LMC Home Delivery Units are engineered to make you money every 
day of their long life They are designed and constructed os you 
would have them if you were personally supervising the job 
with accent on greoter safety, longer life and low-haul- 
cost-per-mile High tensile steel and indented fittings as 
sure o superior safety factor Light weight. low center 
of gravity, large capacity pump. and volves. allow you 
higher payloads A needle bearing universal joint with 
squore shaft allows oxial movement of shoft which in 
creases the life of the jot 
These are just o few of the 
reasons why the LMC Home 
Delivery Unit ts a money- 
moker for you! Put it to 


work for you soon! 
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Lubbock, Texas; Ph. 4631, Box 1138 
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the sale, he reiterated the proof: “I 


want this capacity ... I want these 
terms ... I want it shipped on this 
date.” 


Immediately after that experi- 
ence, I set up a little selling for- 
mula for myself: “Find out what 
the prospect wants; be able to 
prove that your product will satis- 
fy those wants; and show him how 
he can get what he wants.” I have 
found that, when that formula is 
applied, the prospect will buy, 
whether he can afford to or not. 

Other examples of how it works 
are innumerable. I once sold a man 
on LP-Gas heating for his house, 
not because he needed more heat, 
nor because LP-Gas was cheaper 
(actually, it cost twice what his in- 
use fuel did), but because he 
wanted a darkroom and I showed 
him that if he had a gas heating 
system, he could convert his coal- 
bin into a photographic workroom. 
I sold another heating system to a 
man with a coal-burning furnace 
who traveled most of the time. 
When he was gone, his wife had 
to feed the furnace. He was satis- 
fied with coal, but he wanted his 
wife to be free of the stoking 
chore, because her heart was weak. 

A commercial establishment was 
converted to LP-Gas heat because 
its operator wanted to keep up 
with the Joneses. I had tried to 
get him to convert several times, 
without success. Finally, I walked 
into the store one day and told the 
man I wanted to sell him some coal. 
I explained that we had converted 
the old coal-heating system of his 
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competitor, and had several tons of 
coal on our hands. I offered to sell 
it to him at a-cut rate. But would 
he take it? No, he wouldn’t, be- 
cause “If coal isn’t good enough 
for Jones, it isn’t good enough for 
me.” 

Every salesman knows that his 
entry into a prospect’s office is the 
signal for a lowering of the “iron 
curtain” of sales resistance. The 
quickest way to lift it is to hammer 
away on the prospect’s personal de- 
sires. Get him thinking about what 
he wants to do in the plant, in the 
sales department, or even in his 
personal life. Then show him how 
your product can help make these 
things possible. 

My label for this type of selling 
is “low pressure selling.” This 
means that the aggressive, offen- 
sive pressures are left home, and 
the really effective ones—the ones 
furnished by the prospect himself 
—come along to make the sale. 


Institute of Gas Technology 
Dedicates New Building 


The Institute of Gas Technology 
celebrated its ninth anniversary in 
November with the dedication of the 
Institute’s new $900,000 building on 
the campus of the Illinois Institute 
of Technology. 

The Institute’s activity is directed 
toward increased service by improv- 
ing products through new or im- 
proved processes. It has done much in 
educating personnel in fundamental 
and applied research, in collection 
and dissemination of scientific infor- 
mation, and in achieving coordination 
of research within the gas industry. 
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i MR. LP-GAS DEALER: 
ld 
: Is Your Credit Plan 


Doing Only 
Half the Job? 
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Keep Good Records to Avoid 
Bad Failures 


HEN a business is through 

changing, it is through grow- 
ing, and probably will soon be just 
plain through. Yesterday’s meth- 
ods and policies will not suffice for 
all of tomorrow’s problems; no 
firm can adapt itself to constant 
change without constant self-analy- 
sis and system revision. 

Every boom period in the U.S. 
economy causes thousands of new, 
small businesses to be born; every 
recession closes out those that can- 
not survive. Government statistics 
on these “mortality rates” show the 
most frequent causes of failure to 
be: 

' 1, Inadequate capital to insure a 
good start and to survive a depres- 
sion. 

2. Insufficient technical qualifica- 
tions. 

3. Lack of knowledge of the cost of 
business. 

4. Inefficient operating methods. 

5. Overestimating the market po- 
tential within the operating area. 

6. Pricing goods too high to meet 
too-high costs. 

7. Obsolete methods— management 
fell behind the times. 

8. Failure to adapt operation to 
changed conditions. 

9. Internal losses and wastage of 
assets. 

10. Lack of adequate records. 


It is easily seen that more than 
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By J. WESLEY FLY 
Vice President, L.P.G. Equipment 
Co., Inc., Orlando, Fla. 


half of these stumbling blocks to 
business success can be corrected 
by adequate information, trans- 
formed into appropriate action by 
management. It is popular for 
businessmen to say that “there’s 
no money made in the accounting 
department’’—however, it is obvi- 
ous that a good deal of money can 
be lost in the accounting depart- 
ment. Good accounting information 
is vital to success of a business. 

The jeopardy in which the man- 
agement of an LP-Gas business is 
placed by a paucity of accounting 
information must be avoided—for 
these reasons: 

I. Gas inventory control (short- 

ages). 

A. This is an engineering problem, 
but accounting contributes important- 
ly to the information required in 
analyses. Many different approaches 
to the subject have been made by op- 
erators: 

1. Gross profit is sometimes figured 
by application of percentage ratios 
and unless these ratios vary greatly, 
gas losses (willful wastage, unau- 
thorized deliveries) are ignored. 

2. Losses may be a source of worry 
to others who are unable to set up 
procedures to account for them. 

3. Still other dealers feel that the 
time and expense of controlling gas 
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supplies is offset by the savings made 
possible. 

The subject of shortages is an 
important one, and dealers should 
obtain reliable information on con- 
trol systems, which information is 
available, in order to streamline 
their operations and_ eliminate 
wastage. 


II. Minimum accounting require- 
ments, 


A. The different functions of the 
business operation must first be de- 
fined. 

41. The sales of appliances and 
equipment, with the goal of increas- 
ing the gas load. 

2. The installation and servicing of 
this equipment. 

3. The delivery of gas. 


4. The administration of the busi- 
ness. 


a. Personnel policies. 

b. Credit control. 

c. Purchasing. 

d. Financial analysis and ar- 
rangements. 

. Accounting and reporting (in- 
cluding insurance, taxes, 
etc.). 

B. This breakdown is basic and the 
categories must be separated before 
the accountant’s function may be car- 
ried out. 

1. These categories must be consid- 
ered separately as sales accounts. 
Their profits and the cost of conduct- 


ing them must be considered sepa- 
rately. 


@ 


III. Accounting analysis by man- 
agement. 


A. Purpose: the relation of units 
of accomplishment to dollar cost of 
profit. 


1. Accountant’s figures will not be 
in sufficient detail to give you: 
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a. which appliance sales are pro- 
ducing sufficient profit. 

b. which salesmen are sufficiently 
productive. 

ce. which territories are most pro- 
ductive. 

2. You must add factors to the ac- 
countant’s report in order to get a 
complete picture. 

a. equipment and personnel not 
justified by sales volume. 
b. other, intangible features of 
your operation. 

3. You must devise a scheme that 
will add sufficient data, then apply it 
to a “test segment” of your opera- 
tion. 

B. Procedure. 

1. On an analysis pad, head up 
business functions you wish to an- 
alyze, horizontally; list expenses as 
submitted by accountant, vertically. 


2. Spread items of cost across 





J. Wesley Fly 
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sheet, showing items of cost in rela- 
tion to different business functions. 

a. When totals have been deter- 
mined, relate these cost 
fractions to the income real- 
ized or expected from the 
individual business func- 
tions. 

3. Use the information to set up 
new sales goals and to check the 
progress toward these goals. 

a. These analyses can be made 
frequently, as long as ac- 
counting records are kept 
current. If this administra- 
tive function takes too much 
of your time, allocate some 
of the steps to a clerical as- 
sistant. 

C. Sales department analysis. 

1. Salesmen are more concerned 
with selling than with keeping rec- 
ords of selling, hence may be lax in 
that operation. 

a. But this record-keeping is vi- 
tal to efficient, profitable 
operation. 


2. Hence, management must take 
the responsibility of analyzing sales 
activity to determine where most ef- 
fort should be placed, and to inte- 
grate sales operations with those of 
installation, accounting, and _ servic- 
ing. 

a. The first step is get all sales 
functions written up on 
properly designed sales 
forms. This will insure 

1. More satisfied customers, be- 

cause important details of or- 
ders will have been recorded. 

2. More profits because of high 

efficiency. 

3. More accurate, permanent rec- 

ords and lower administrative 
costs. 


D. Instaliation and service analysis. 
1. Most dealers feel that these two 
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departments are necessary evils of 
expense. 

2. Whether a dealer expects them 
to make a profit, he should analyze 
the two operations frequently. 

a. To determine their cost. (Fixed 
cost of the operations: de- 
preciation, insurance, taxes, 
rent, inventory, etc., must 
be included.) 

b. To determine charges for 

these services (either a 

price scale for different 

jobs or a_ time - material 
basis). 

c. To determine how improve- 
ments in personnel and 
equipment can reduce costs. 


E. Analysis of gas operations. 
1. You must determine the type of 
customer that is most profitable. 

a. This is done by relating the 
cost of the gas delivery to 
the size of the fill, miles 
traveled, and time _ con- 
sumed. The most efficient 
tank size should be deter- 
mined also. 

1. This analysis will help you de- 
termine sales and installation 
policies that will contribute to 
the most economical delivery 
system. 


2. Estimate your competitor’s de- 
livery costs as closely as possible. 
a. Profit by his mistakes; don’t 
allow him to become more 
efficient than you are. 


IV. Customer contracts on systems. 
A. Management must protect its 
investment in customer storage and 
with new customers. 
1. The question of leasing or sell- 
ing tanks is important. 
a. If leased, rent should not be 
collected five or 10 years in 
advance, since this rent is H 
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Why Carry th is load? 


Now- Lie... 
BUTANE DEALERS CAN ENJOY 
THE SPECIALIZED SERVICE 
OF PAN AMERICAN 
CASUALTY C0.,— 
SPECIALISTS IN 
COMPLETE LP GAS 
INSURANCE AT 


NORMAL RATES* 











Have your local insurance agent write 

B for information about our .. . 

@ Complete and comprehensive coverage... fer 

@ adequate limits of liability... at 

@ normal rates . .. with 

@ specialized safety engineering and claim 

service. 

* RATES SET BY INDIVIDUAL STATE INSURANCE DEPARTMENT 







Pan AMERICAN Casuanry Company 


T. E. GAMMAGE, SR., President 


ARIZONA - ARKANSAS- KANSAS - LOUISIANA-NEW MEXICO - OKLAHOMA-TEXAS 


HOME OFFICE 4001 TRAVIS ST., HOUSTON, TEXAS 
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considered as income when 
paid, taxwise, and the large 
sum may push the company 
into a prohibitive tax 
bracket. 

b. There is some preference for 
collection of a refundable 
deposit, and annual rent 
billing. This is sometimes 
hard to sell to the customer, 
though. 

ce. Still another plan is to sell the 
tank to the customer, keep- 
ing an option to re-purchase 
the tank at depreciated 
value. 

d. The Internal Revenue agency 
has been queried recently as 
to legality of a “prepaid 
maintenance” charge, which 
would not be considered 
rent, and proration of the 
payment over the years of 
the contract would be pos- 
sible. 


V. Income tax planning. 

1. The accountant’s reports should 
allow you to predict your taxation 
level. 

2. These reports should inform you 
as to whether you should allow in- 
come to remain high or to apply 
legitimate profit-reducing measures. 

a. Increased advertising expendi- 
ture. 
b. Purchase of athletic equip- 
ment. 
. Payment of bonuses. 
d. Maintenance and repair of 
equipment. 
e. Purchase of hose, tires, tools, 
supplies. 
f. Painting and 
trucks. 
g. Redecoration of 
and offices. 
. Painting of bulk tanks and 
aboveground tanks. 


ic) 





overhaul of 


showrooms 








i. Mark-down of appliances and 
equipment for sale during 
off-season slumps. 

j. Overhauling of administrative 
system. 

3. Internal revenue code — Section 
102. 

a. This is a provision for a pen- 
alty tax on corporations 
that accumulate surplus im- 
properly, and is designed to 
force distribution of corpo- 


rate earnings to _ stock- 
holders. 
b. Many corporations do’ not 


want to so distribute earn- 
ings, since it is subject to 
corporate and personal taxes. 

1. When a corporation considers 
itself in the danger zone, 
and does not want to dis- 
tribute 70% of its earnings, 
it should prepare a state- 
ment to show that the funds 
must be held for debt pay- 
ment, business expansion, 
etc. These statements 
should, if possible, be re- 
corded in the corporation 
minutes. 

VI. Financing. 


A. Even profitable businesses find 
that the costs of expansion are too 
high for capital on hand. In looking 
for outside capital, these sources 
should be considered: 

1. Floor planning of merchandise. 

2. Sale of installment paper on a 
recourse basis to banks and finance 
companies. : 

3. Short-term bank loans. 

4. Mortgage loans from individuals 
on equipment on hand. 

5. Issuance and sale of bonds and 
capital stock. 

B. Securing credit on an LP-Gas 
business is seldom possible for a pe- 
riod beyond three to five years. 

1. Dealers should study carefully 
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FOR THE GAS 
why YOU DON’T GET? 


When you don’t get a carload of gas from every carload you buy, you're 
paying an unnecessary penalty on every gallon. 


On the other hand, here is a transfer unit—the Ingersoll-Rand L. P. G. 
Compressor—that will pay for itself many times over in the gas it saves. 
It has many outstanding features which combine to speed the transfer 
of all the liquid and very nearly all the vapor remaining in the tank car. 


—It provides quick unloading through 
greater “free gas” capacity because no 
throttling is required. 

— Addition of oil while running without 
escape of gas. 

— And other advantages which save time 
and money. 


For more complete information about this 
“LPG” Compressor as well as data on ap- 
plication and performance, contact the 
Ingersoll-Rand branch nearest you. 


__ Ingersoll -Rand __ 


11 BROADWAY, NEW YORK 4, N. Y. 475-3 
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the methods they use to get more 


capital and should determine that 
they will be able to pay back the 
amount with interest without crip- 
pling other activities needing cash. 


VII. Monthly level billing with an- 
nual adjustment to actual gal- 
lonage consumed. 


A. This system of billing the cus- 
tomer at a level rate for 11 months 
of the year with a special bill in the 
12th month to adjust to actual gallon- 
age consumed, appears to have merit. 

1. After certain determinations 
have been made (amount of deposit, 
amount to bill each month, how to 
insure against poor credit risks) the 
plan has these advantages: 

a. Most economical delivery costs 
(because the company 
chooses proper size of tank 
for customer and can fill it 
at company convenience). 

b. Improves summer-winter load 
ratio. 

c. Protective deposit and planned 
monthly charge minimizes 
credit risk. 

d. Annual adjustment with cus- 
tomers can be staggered, to 
come out on anniversary 
dates of contracts. 

e. Administratively, the plan is 


economical — 11 of the in- 
voices can be prepared at 
once. 


f. Gas delivery men need not 
“call back” for c.o.d. pay- 
ments. 

g. If customers add new gas- 
using appliances, monthly 
charge can be raised to ease 
annual adjustment charge. 

h. Gas rates could be based on 
an incentive for customers 
to store more gas off-sea- 


son. 





i. Uniform collections through- 
out year allow company to 
meet debt requirement more 
easily. 

j. Plan eliminates cost of meters 
on premises where monthly 
billing is in force. 





Included in the papers presented at the 
Green’s Fuel, Inc., dealer meeting in 
Sarasota, Fla., recently were two given 
by Robert E. Borden and J. Wesley Fly. 
BUTANE-PROPANE Nevis herein presents ab- 
stracts of these two papers.—Editor. 











Careful Planning Improves 
Advertising Returns 


By ROBERT E. BORDEN 


Director, Publicity and Advertising, LPGA; 
Secretary, National Committee for LP-Gas 
Promotion 


HETHER a man sells shoes or 

Chanel No. 5, LP-Gas or gro- 
ceries, the basic techniques of adver- 
tising and publicity are essentially the 
same. The on!'y differences lie in 
adapting the tools available to the 
specific requirements of your busi- 
ness. 

There are many ways in which LP- 
Gas dealers handle their advertising 
programs. Some write their own copy 
or have it done within their organi- 
zations; others retain professional tal- 
ent for this job; many use advertis- 
ing and promotional material fur- 
nished by suppliers and manufactur- 
ers of equipment. No matter how it 
is presently handled, each dealer will 
find his personal effort more fruitful 
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with the aid forthcoming from the 
National Committee for LP-Gas Pro- 
motion. 

Expenditures for advertising, by 
each dealer, must vary in amount 
from locale to locale, being deter- 
mined by the size of the operation, 
media available, the size of the area 
served. The average advertising out- 
lay is about 3% of net sales; although 
there is a variation from % of 1% 
to about 5% throughout the types of 
retail sales businesses in the U. S. 
Every dealer should determine his ad- 
vertising needs and follow them up 
vigorously—especially when he feels 
that sales aren’t at peak levels—ad- 
vertising sells products. 

But a wasteful advertising ex- 
penditure is as bad as no advertising 
at all, Millions of dollars each year 
are thrown away on advertising that 
is directed through the wrong media, 
that is badly timed, that has copy 
that strays from the basic principles 
of good advertising. 


What an Ad Must Do 


There are five jobs that a good ad 
must do: 


1. It must attract attention. Headlines, 
layout, illustration, and copy must accom- 
plish this in newspaper and magazine ads; 
copy, alone, must do the job in radio spot 
announcements, 

2. The ad must hold attention. It must make 
the reader want to know more, to hear the 
rest of the story. 

8. It must create a desire for the product. 


4. It must carry conviction. The ad must 
be so documented and must contain sufficient 
specific detail so that the reader will re- 
member it and recall the story it tells in de- 
tail. Millions of attractive ads are read each 
year and forgotten—because their truth is 
doubted, or because sufficient details are not 
included to convince the reader of the prod- 
uct’s worth. 


5. The ad must inspire the reader to act. 
This doesn’t mean, of course, that he will 
read the ad, put on his hat, and race over 
to the store to buy the product advertised. 
But if the “perfect” ad has attracted his 
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attention, aroused his interest, and created in 
him a desire for the product, finally it will 
get him to do something about it 


In organizing an advertising cam- 
paign, the first steps are to define 
your objectives and analyze your 
problems. Who are your prospects? 
How can they best be reached? How 
is your competition getting business 
away from you? What is your best 
selling point? (Economy? Cleanli- 
ness? Low cost of installation? Bet- 
ter cooking?) Emphasis on the sell- 
ing arguments for LP-Gas must be 
brought to bear with the specific ad- 
vantages of butane and propane that 
will appeal most to the prospects in 
your particular area of operation. 


Ad Content Key to Success 


As to the ad content, itself: Is 
your advertising being read? Are 
you pinpointing your efforts at a spe- 
cific prospect group or scattering 
your shots widely, hoping to hit some- 
thing? In order to avoid the latter, 
wasteful method of advertising, the 
dealer must remember the basic facts 
of buying habits. For instance, re- 
search has proved that 85% of the 
buying in the U. S. is influenced by 
women—and an even higher percent- 
age of influence is present in purchases 
of home appliances. The dealer who 
ignores the woman of the house in 
his advertising is retarding his adver- 
tisements’ power. 

One way to develop advertising 
practices that work is to use part of 
your operating area as a proving 
ground. Point an ad at a specific 
group within your territory, vigor- 
ously “sell” a particular service or 
product, and check the results care- 
fully. This should give you a guide 
to solid, worthwhile practices in your 
bigger campaigns. 

Media consideration should include 
study of newspapers, radio, direct 
mail, movie slides, billboards, and tel- 

















ephone directories. Cooking schools, 
demonstrations, store displays, give- 
away calendars, and other prizes are 
excellent promotional factors. Of 
course, a small operator may find 
that he can’t afford all these things— 
but a little trial-and-error research, 
with consideration of all media, will 
show him how best to spend his ad- 
vertising dollar. 


Advertising Essential to All 


There are many LP-Gas dealers 
who don’t believe they need to adver- 
tise or to promote their businesses. 
They say that “everyone in town” 
knows about them, anyway. The 
danger in this thinking will become 
obvious to them the first time a com- 
petitor puts on a husky, all-out ad- 
vertising campaign; and the electrical 
dealers are launching such campaigns, 
replete with national backing, every 
day. REA cooperatives added 500,000 
new customers in 1949, bringing the 
total to 3,000,000; and the electrical 
men are hot after the rural market. 
That means promotion, advertising, 
publicity—all in large amounts. We 
must be ready to meet them with the 
LP-Gas story, told over and over 
again through advertising and promo- 
tion. 

The LP-Gas industry, on the na- 
tional level, is hard at work at the 
job of combatting electrical promo- 
tion and in selling LP-Gas to the na- 
tion through many consumer publica- 
tions. Our program has the sponsor- 
ship of the Liquefied Petroleum Gas 
Assn., the Gas Appliance Manufactur- 
ers Assn., and the Natural Gasoline 
Assn. of America, and is being direc- 
ed by the National Committee for 
LP-Gas Promotion. 

These advertising campaigns are 
being undertaken with close attention 
to media selection and the character- 
istics of LP-Gas selling. For instance, 
in Florida there are 318,000 families 
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beyond the mains—318,000 families 
that are your customers and pros- 
pects. The national advertising cam- 
paigns will reach 232,500 of these 
families, a 73% coverage. If every 
other farm publication available were 
used (other than the ones scheduled) 
we would add only 48,000 readers, and 
at a prohibitive cost. 

Adjuncts of these advertising ef- 
forts will include a vigorous publicity 
campaign, during which news and in- 
formation about LP-Gas will be sup- 
plied to: 

1. Country and small.town newspapers. 

2. Homemakers’ programs on radio stations. 

38. Women’s magazines. 

4. Agricultural, commercial, and industrial 
magazines, 

5. City daily newspapers—for suburban cir. 
culation. 

6. Trade press; financial and petroleum edi- 
tors. 

Recent surveys in farm areas, aimed 
at finding out why rural families 
choose LP-Gas over electricity or vice 
versa, had remarkably similar re- 
sults. Families gave the same rea- 
sons—cleanliness, better heat control, 
efficiency, speed, etc.—as advantages 
of both fuels. That seems to point 
up a significant fact: if farm families 
are convinced that both fuels have 
all these virtues, then it will be the 
one that is best promoted, advertised, 
and sold that will be the winner. 


Steel Production Will Expand 
In Next Two Years 


Secretary of Commerce Charles 
Sawyer has made public the figures 
given him by the steel industry 
which showed that it planned to ex- 
pand its annual capacity by the end 
of 1952 to a total of 109,963,000 net 
tons. 

This represents an increase of 
9,400,000 net tons over its July 1, 
1950, capacity of 100,563,000 net 
tans. 
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a Today’s customer has her eye on #o- & Merritt's nameplate as a symbol of 
morrow—she wants a gas range that will quality and thoughtful design—an as- 
give her top performance—now and _ surance of carefree cooking and long 
d in the future, because neither she nor life. Today, more than ever before, 
anyone else can be sure that new there’s profit for you in her prefer- 
irles ranges will always be plentiful. 7 ence; in her conviction that 
oe Through the years women have ‘money can’t buy a finer gas 
S : ’ « . 
| oa learned to recognize O'Keefe range thanan O'Keefe Merritt. 
end 
} net ae 
Only O'Keefe & Merritt has these “most wanted” features: 
» Off KOOL KONTROL PANEL + GRILLEVATOR BROILER + VANISHING SHELF-COVER 
ly 1 Write today for information on new models ready for your showroom 
net y ; J 
O'KEEFE & MERRITT CO. 3700 €. otvmric Bivo., 10S ANGELES 23, CALIF. 
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IDESPREAD uses of LP- 

Gas in agricultural harvest- 
ing and refining operations con- 
tinue to attract attention of LP- 
Gasmen throughout the country. 
Latest reports of new and inter- 
esting applications come from Mis- 
souri and Arizona, where butane 
and propane are being used to 
power cotton picking machines, to 
cool alfalfa, and to chop alfalfa. 





Speed Harvesting and 
Drying with Propane 


Power 


Mechanical cotton picking, fast 
gaining favor with farmers, has 
proved even more satisfactory 
from an economy and efficiency 
standpoint when LP-Gas provides 
the power. The accompanying 
table, prepared by John E. Beggs, 
a farmer of Casa Grande, Ariz. 
(farming 600 acres), shows why. 
Mr. Beggs, a customer of Fannin’s 
Gas & Equipment Co., Phoenix, is 


This cotton picker, powered by LP-Gas, is operating in an Arizona cotton field. Fannin 
Gas & Equipment furnishes the fuel. 
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Cutting, chopping, and loading alfalfa in the field with LP-Gas-fired equipment. 




































COTTON PICKER COSTS 
Fuel Consumption: 
Bu-Gas—-19 gallons in 12 hrs. @ .13 per gallon.............. $ 2.47 
Gasoline—21 gallons in 12 hrs. @ .19 per gallon........... 3.99 
: —o—— 
Save 06 ner gallon, 6m In IS rasa... 600k ccwwncsads $ 1.52 
Overall cost per 12-hr. day: 
Labor ¢based on $250 per motitht) : «<i... 6.6 ccdcedswccwesews $ 8.33 
Ieee RNC RR fc cr roto cu chakcie or6: 5:61 516; a! oi: 6) eS siu, oie: oes o/s. Clala crmoraterats 2.47 
Oil (lok piciiee- BNO WHI! solo 8 ooo scn ts cdusiccecaveaceawous 4.13 
Water Clot nieker and (hater) << csi ce. cccecctcntosccincciwes 05 
Total peccces ORC Cee PL CTE RCC CERT OTT CEC COC. $ 14.98 
Depreciation (based on $5 per day for six years)........... $ 5.00 
Repairs (breakdowns in general) ... sce scvecescocddccoces 2.25 
$ 7.25 
Cost: for picking 10 bales by machine... ...0ccccceseseseccs $ 22.23 | 
Actual cost for picking 1 bale by machine................... 22 / 
Cost for picking 10 Walea NG DANE oes Sic dcdevewoaweaee $420.00 
Actual cost for 1 bale picked by hand..............-.seee. 42.00 
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well sold on this new, dollar-saving 
method of picking cotton. 
Replacement of field hands by 
machines to do the cotton picking 
job seems inevitable. One mechani- 
cal picker replaces 25 men. The 
Cotton Harvesting Corp., working 
out of Mesa, Ariz., now uses four 
mechanical pickers and hires out 
its machinery and highly skilled 
crews to farmers. Working 24 
hours a day on each job, this com- 
pany can pick an average of 150 
acres of cotton in just five days. 
The cotton picked is grading mid- 
dling, and 95% of the open bolls 


116 





LP-Gas-operated alfalfa chepper, Arizona Flour Mills, Casa Grande, supplied with fuel 
by Fannin’s Gas & Equipment Co., Phoenix. 





are picked without harm to the 
plants. 

Still another unusual and suc- 
cessful application of LP-Gas in 
Arizona has been reported by Ari- 
zona Flour Mills, Casa Grande. 
That company’s dehydration plant 
in Casa Grande (another customer 
of Fannin’s Gas) has been using 
Fannin’s Bu-Gas in its alfalfa 
chopper with fine- results. Bob 
Crowe, foreman of the plant, re- 
cently said, “After installing Bu- 
Gas on our alfalfa chopper, we 
found that it is never necessary 
to refuel our 21-gal. tank during a 
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MODERN MACHINERY 





to | GREATER LP VOLUME 
THRU YOUR MM DEALER! 





' DEALERS SELL CHEAPER POWER BY THE HOUR! 





Here are the A-B-C reasons why the farm market for LP 
gas is wide open for greatly expanding your sales volume: 


A. LP farm tractor operators purchase 
6 to 12 times more fuel than domestic 
users. 

B, Existing LP gas storage facilities for 
domestic requirements can be used for 
tractor or engine supply and vice versa 
to minimize installation cost. 

C. Selling LP gas equipment is easy sell- 
ing because: (a) LP gas costs less per 
gallon. (b) LP gas is a clean fuel that 
eliminates carbon and sludge for longer 
engine life and greatly reduced repairs. 
(c) LP gas is a dry gas that does 
not wash oil from cylinder walls or di- 
lute crankcase oil—greatly minimizes 
wear and means 3 to G times longer life 
from oil and oil filter cartridge. 
(d) Rated at approximately 100 octane, 
LP gas burns evenly without ‘‘ping”’ for 
uniform bearing pressure to insure 
longer bearing life. (e) LP gas produces 
about 10% more hp than gasoline with 


MM engineered equipment and oper- |, 


ates at lower temperature because more 
energy is transformed into power rather 
than engine heat. 


M I NEAP@ he 
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Remember every MM tractor or power 
unit sold in your area means more sales 
volume on LP gas without service prob- 
lems because: (a) MM factory-built LP 
gas tractors and engines will build the 
reputation of LP gas as a good econom- 
ical fuel. (b) MM LP gas models are de- 
signed and_built for best performance 
and economy and meet all state safety 
regulations. (c) MM dealers offer quick 
service and parts replacement on all 
MM LP gas tractors and engines that 
they place in their territory. 


Why not compare lists of LP gas farm users or 
prospects with your MM Dealer today? 
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12-hour run—which we had to do 
when gasoline was used. With all 
of our equipment using Bu-Gas, 
the company’s fuel bill has been de- 
creased by more than 20%.” : 

In Orrick, Mo., the Prairie De- 
hydrating Co. has achieved excel- 
lent results through the use of pro- 
pane in an alfalfa refrigeration op- 
eration, based on a simple heat ex- 
change principle. Temperatures 
maintained in alfalfa meal (which 
must be low to keep full value of 
carotene and other nutriments) 
have averaged 50° since the pro- 
pane cooling system was installed, 
as opposed to about 78° in summer 
conditions under the old cooling 
method using well water. 


Details of the Operation 


The new system, according to a 
Prairie Dehydrating spokesman, is 
not complex. Liquid propane is 
brought into the plant area in tank 
cars and transferred to storage 
tanks. It is piped as needed to a 
heat transfer unit, or vaporizer. 
The vaporizer, an insulated tube 
through the center of which runs 
another finned tube, receives the 
cooling solution in the center tube. 
Just before the propane enters the 
covering tub, it passes through a 
regulator, which reduces the pres- 
sure to 7144-15 pounds per square 
inch. The reduction in pressure 
permits the propane to expand 
about 30 times in volume and be- 
come vapor. At the same time, the 
expansion from liquid to vapor ab- 
sorbs heat and this heat absorption 
cools the solution. After the pro- 
pane is vaporized, it goes into the 





dryer and burns in the drying op- 
eration. 

D. B. Hodel, president of Prairie 
Dehydrating, said that any of the 
three commercial alfalfa meal cool- 
ers now on the market will oper- 
ate successfully with the propane 
cooler. 


New Quarters Permit Expanded 
Services for Ellis Manifold 


A building expansion that will af- 
ford greatly increased facilities has 
just been completed by Ellis Mani- 
fold Co., Los Angeles. The company is 
now operating in its modern, new 
plant at 2212 E. Washington Blvd. 

The new building houses secretarial 
and executive offices, a large shipping 
and installation area, and an unusu- 
ally complete range of equipment for 
testing LP-Gas-powered automobiles 
and trucks. In its new headquarters, 
Ellis Manifold can service seven large 
trucks at one time. 

Max Ellis, president of the firm, be- 
lieves that the new, expanded facili- 
ties will offer a much greater oppor- 
tunity to serve the industry. Ellis 
Manifold manufactures “Bu-Power” 
manifolds for the LP-Gas industry 
and special manifolds for gasoline- 
powered vehicles and stationary en- 
gines. In all, 70 different models are 
distributed throughout the U.S. 

For testing new installations and 
running checks on previously installed 
LP-Gas carburetion systems, Mr. EI- 
lis has a Clayton 200-hp. dynamo- 
meter, with which he can run a 
vehicle engine under full throttle to 
test and adjust carburetion and check 
fuel efficiency. In conjunction with the 
important dynamometer tests, a com- 
plete “Hy-Ef” tune-up system is em- 
ployed to check the vehicle’s entire 
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Any STANDARD TRUCK ENGINE can be equipped 
with a Century Carburetor to operate economically 
cn liquefied petroleum gas. Century Carburetors are 
not “adapted” to an engine—they are specially de- 
signed and built for each engine application. Holley 
governor controls are incorporated when needed. 
All dual throat carburetors have single adjustment, 


Oldest Manufacturer of LP-Gas Carburetion 


CENTURY GAS EQUIPMENT CO. 
11188 LONG BEACH BLVD., LYNWOOD, CALIF. 


CARBURETORS. 
for LP-Gas 
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Max Ellis, president of Ellis Manifold, runs a dynamometer test on huge LP-Gas- 
powered tank truck. Company also has equipment for complete test of vehicle’s electrical 
system. 


electrical system—ignition, coil, con- 
denser, and distributor. Mr. Ellis has 
reported that “the dynamometer is 
always busy.” Several trucks and pri- 
vate cars are put through the tests 
every day. 

Seven persons are employed in the 
new plant operation. Ellis Manifold’s 
sales manager will continue to work 
out of the home office, while seven 
additional salesmen of Ellis equip- 
ment work from key locations across 
the nation. 

Mr. Ellis operates his own foundry, 
which is also located in Los Angeles 
and which employs 18 workers. Both 
the gasoline manifolds, designed to 
heat the fuel and expand it, and the 
LP-Gas manifolds—which do the op- 
posite—are cast in this foundry. 

Mr. Ellis has been an industry 
pioneer in the design and manufacture 
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of manifolds specially designed for 
LP-Gas-powered vehicles. He was one 
of the first to see the need for such 
manifolds. He points out that so- 
called “standard” manifolds were de- 
signed for a wet gas, with the de- 
sired result the heating and expand- 
ing of the fuel, and with a most effi- 
cient operating ratio of 12.6 lbs. of air 
to 1 Ib. of fuel; LP-Gas, on the other 
hand, is dry, operates more efficiently 
when kept cool by the manifold, and 
has an ideal operating mixture of 18 
to 19 lbs. of air per 1 lb. of fuel. 

Conversions made with the standard 
manifold retained will work, he has 
shown, but for maximum power and 
better fuel mileage, a manifold specif- 
ically designed for LP-Gas operation 
will more perfectly utilize “the per- 
fect fuel.” 
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LP-Gas 
Filling 
Station 
Directory 


Owners of LP-Gas filling stations all 
over the United States, Canada, and Mex- 
ico are urged to send information con- 
cerning their locations and services to 
BUTANE-PROPANE News, 198 S, Alvarado 
St., Los Angeles 4, Calif. 

These names will be compiled later in 
book form and distributed to trucking 
firms and individuals who wish to patron- 
ize such filling stations. There is no 
charge for such listings. 

Information furnished should include 
station name, street address or highway 
number, nearest town, owner’s name, and 
kind of services offered. 











FLORIDA 


St. Augustine 
Suburban Gas Co. Inc. 
N. San Marco Ave. 
Open 7 a.m. to 5 p.m. 
A. W. Spiller 
San Antonio 
Joe Herrmann’s Inc. 
State Hwy. 52 
Conversions; service 
24-hr. service available 
Dawson 
Chambless Gas Co. 
Main St. on U.S. Hwy. 82 
Clarence Chambless, owner 
Dublin 
Georgia Gas & Appliance Co. 
Jackson St.—U.S. Hwy. 80 
Conversions; service 
Open 24 hrs. 
Geo. T. Morris, owner 
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Griffin 

Suburban LP-Gas Co. Inc. 

116 W. Soloman 

Conversions; service 
Jackson 

City Rural LP-Gas Service 

Indian Springs Rd.—Route 42 

Conversions 

Owned by State Supply Co. 
Newnan 

Dan Boone Gas & Appliance Co. 

Hwy. 16 

Conversions; service 

Dan Boone, Jr., owner 
Statesboro 

LP-Gas Co. 

E. Parrish St. & U.S. Hwy. 301 

Conversions; service 

A. R. Lanier, owner 
Swainsboro 

Swainsboro Gas Co. Ine. 

S. Green St. 

Conversions; service 

Open 24 hrs. 


MISSISSIPPI 

Grenada 

Boone LP-Gas Co. 

Iairgrounds Rd. 

Conversions 

Curlee Boone, owner 
Itta Bena 

Scott Butane Gas Co. 

Near Hwy. 82 

Conversions; service 

8S. A. Scott 
Kusciusko 

Attala Butane Gas Co. 

Hwy. 12 

Conversions; service 

Open 16 hrs. 

C. F. Gunter, owner 
Magee 

Everett Evergas Co. 

Hwy. 49N—42 mi. S. of Jackson 

Open 6 a.m. to 9 p.m. 

Harold Everett, owner 
Prairie 

North East Miss. Butane Gas Co. 

Main St. 
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Conversions; service 
Open 24 hrs. 

H. A. & H. M. Craig, owners 
Yazoo City 

Graeber Bros. Inc. 

Corner Mound & Powell 
Conversions 


MISSOURI 


Hickman Mills 
Hydro Butane Gas Co. Inc. 
110th St. & Hwy 71 So. (Suburban 
Kansas City) 
Service 
Open 7 am to 9 pm 
Liberty 
Hydro Butane Gas Co. Inc. 
Milwaukee Tracks 
Service 
8 am to 5 pm 
Pleasant Hill 
Hydro Butane Gas Co. Inc. 
Rock Island Tracks 
Service 
8 am to 5 pm 
OKLAHOMA 
Broken Bow 
Callahan, Jewel, Butane 
Hwy 7, W of city 
Open 24 hrs. 
TEXAS 
San Angelo 
Triple Service Station 
US Hwy 87, 1 mi. S of city 
Open 24 hrs. 
Service 





Kansas Engine Fuel School 
Opens Jan. 2! at Manhattan 


Only 200 registrants will be ac- 
cepted for the second LP-Gas engine 
fuel service school to be held on the 
campus of Kansas State College, 


Manhattan, Jan. 21-23. The limitation 
has been set because of restricted 
facilities. 

The school is the only one of its 
kind planned for 1951 under sponsor- 
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ship of LPGA, according to an LPGA 
bulletin. This session follows the 
highly successful engine fuel school 
held last March. 

George Larson, Kansas State pro- 
fessor, has said that this engine fuel 
school will have “the best instructors 
available in the U.S.” A complete, 
specific curriculum has been adopted, 
including classes in principles of the 
internal combustion engine, principles 
of LP-Gas carburetion, mechanics and 
maintenance of engine fuel regula- 
tors, filling of LP-Gas engine fuel 
tanks, conversion of tractors to LP- 
Gas vapor system, use of engine test- 
ing instruments, and a_ laboratory 
demonstration of operating charac- 
teristics of LP-Gas-powered vehicles 
under all conditions. At the end of 
the school, a clinic on operational 
problems will answer practical power 
questions. 

Students in the school will be ad- 
dressed by Clyde Latchem, state fire 
marshal of Kansas. 

Registration for the school will be 
held Sunday, Jan. 21—classes begin 
the next morning. Fee for registra- 
tion and three meals is $10. Inter- 
ested persons should address John 
Knox Smith, LPGA, 11 South LaSalle 
St., Chicago 3. 


Instruction Sheet Shows Way 
To Install Dix Carburetors 


A large, graphic instruction sheet 
for installation of Dix carburetors 
has been published and is available to 
LP-Gas dealers, service garages, and 
other interested persons, from Dix 
Manufacturing Co., Los Angeles. 

Measuring 17 inches by 22 inches, 
and illustrated with six photographs 
and three large diagrams, the instruc- 
tion sheet shows exactly how the in- 
stallation should be made in 12 steps. 
Each step is explained by a group of 
simple, chronological explanations. 
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WRITE, WIRE OR TELEPHONE 


SUNRAY OIL CORPORATION 


General Office 8 First’ National Bldg. 
5th & BOSTON a TULSA 3, OKLAHOMA 
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Vented Space Heater 


Dearborn Stove Co., 1700 W. Com- 
merce St., Dallas. 

Model: Cool safety cabinet. 

Description: The outstanding fea- 
ture of this new model is the cool 
cabinet. According to the manufac- 
turer, the cabinet stays cool on top 
and sides even when heat is directed 
forward through directional louvers 
at 300° plus. It will not scorch drapes, 
furniture, or woodwork. 

The heater, available for LP-Gas, 
natural, and manufactured gases, is 





DEARBORN HEATER 


available with Robertshaw thermostat 
or Unitrol for automatic heating. It 
has Dearborn’s “High-Crowy.” burner 
and blue flame safety pilot. Finish is 
mahogany-like hammertone. 
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GARLAND OVEN 


Roasting Oven 


Detroit-Michigan Stove Co., De- 
troit 26, Mich. 

Application: Commercial cooking 
installations. 


Description: New features of the 
Garland roasting oven include a more 
powerful loop type burner with non- 
clog lighter tube, improved oven heat 
controls, and automatic oven lighting 
for all gases. It is available as a 
single unit (two ovens) or as a double 
unit (four ovens). 


Stock Tank Heater 


Siebring Manufacturing Co. 
George, Iowa. 

Model: Series SG. 

Description: The automatic models 
utilize Unitrol controls for maintain- 
ing the desired temperature in the 
stock tank without any outside power 
source. They are also equipped with 
automatic pilots and thermocouple 
leads for safe operation. The spiral 
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baffle keeps the heat in the radiator 
while the new vacuum cap stack 
creates the proper draft for continu- 
ous, efficient operation. The self-sink- 
ing feature makes it possible for the 
heaters to be placed directly into the 
water tank. 

Also available is a semi-automatic 
model equipped with an automatic 
pilot and Baso thermo valve which 
positively shuts off gas if the fire goes 
out and provides safe, economical op- 





SIEBRING TANK HEATER 


eration with a minimum of attention. 
The manually controlled model has a 
metering valve which allows the bur- 
ner to operate at any one of seven 
heat intensities. 


Portable Heater 


Portable Heater Co., 814 Engineers 
Bldg., Cleveland, Ohio. 


Application: Designed for workmen 
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PORTABLE HEATER 


to use in cold buildings or ones under 
construction to have comfortable 
working conditions in a short time. 

Description: The heater is capable 
of raising the temperature of a cold 
room from 30 to 80° within 20 min- 
utes. Weighing only 55 lb. and de- 
signed for easy, economical operation, 
the portable heater needs no manual 
pumping. LP-Gas is contained in a 
20-lb. cylinder. According to the man- 
ufacturer, tests show that fuel costs 
average $1 per day for continuous 
8-hr. operation. 


Vapor Pump 

Corken’s, Inc., 206 E. Grand, Okla- 
homa City, Okla. 

Model: 290L (two cylinder). 

Description: This 250 lb. w.p. vapor 
pump is available in capacities from 
12 to 16 cu. ft. per minute. A com- 
plete“ unit is mounted on _ pressed 
steel baseplate and piped integral 
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with a condensate tank. Automatic, 
proportioned lubrication to the com- 
pression cylinders and _ crankcase 
operating at atmosphere (and lubri- 
cation therein not subject to vapors 
being pumped) are among new fea- 
tures. 

Other features include: cylinder 
heads sealed with “0” rings; built-in, 
spring-loaded ball checks on _ inlet 
valves; crosshead guide of all steel 
construction. The static-proof “V” 
belt drive is under constant tension 
due to pivot type of motor base. A 
substantial guard totally encloses 
the flywheel, motor sheaves, and “V” 
belts. 

When the machine is driven by a 
5 hp. motor it is operated at 12 
cfm; with a 714 h.p. motor, the dis- 
placement is 16 cfm. 


CORKEN PUMP 


Plumber's Pot 


Mutual Liquid Gas Equipment Co., 
Inc. 

3600 West Imperial Highway, In- 
glewood, Calif. 

Application: 8” lead pot to be used 
with the Mutual 2 or 2A plumber’s 
furnaces. 

Description: Made of crack-proof 
heavy cast iron. This plumber’s pot 
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MUTUAL 
LEAD POT 
AND 


FURNACE 


has a special handle which permits 
carrying without slipping. When used 
with Mutual furnaces, it sits inside 
shield on top of furnace, completely 
protected from the wind. 


Rotary Furnace Bulletin 


Surface Combustion Corp. has is- 
sued a bulletin describing rotary re- 
tort controlled atmosphere furnaces, 
one of the newest tools available to 
the production heat treater. The fur- 
naces—used for gas case carburizing, 
homogeneous carburizing, dry cyanid- 
ing and clean hardening—are illus- 
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THE NATIONAL LP-GAS PROMOTION PROGRAM 


Objectives 
1. To stimulate and aid sales, advertising and promotion of 
bottled and tank gas. 
2. To consolidate LP-Gas gains. 
3. To expand markets for LP-Gas, appliances and equipment. 


Maerhods 


. National and regional advertising supplemented by direct 
mail, displays, radio spots, newspaper mats and special 
promotions. 

(Not intended to replace local advertising but to supple- 
ment your regular efforts.) 

. Publicity and press releases for radio stations, country and 
small town newspapers, women’s magazines and national 
and state farm magazines. 

3. Employee training—to promote improved operating and 
service practices; more effective sales methods. 


PARTICIPATE 
CONTRIBUTE 
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trated by diagrams showing typical 
production line operation. 

Copies of this bulletin (SC-147) 
may be obtained by writing Surface 
Combustion, Toledo 1, Ohio. 


Anhydrous Ammonia Bulletin 


The story of anhydrous ammonia— 
what it is, what it does, how to use 
it—is told in a 12-page bulletin is- 
sued by the John Blue Co., Inc., 
Huntsville, Ala., farm equipment man- 
ufacturer. Handling and application 
of the product are also explained. Sev- 
eral manufacturers of anhydrous am- 
monia are listed. 

The booklet, “dedicated to farm de- 
velopment,” states that anhydrous 
ammonia will bring farmers better, 
healthier crops; bigger, richer har- 
vests; and lowest farm cost per unit 
of yield. 

The booklet is free upon request to 
the company in Huntsville, Ala. 


WILCOLATOR 
“OVEN REDDY” 


UNIT 


TYPE C 
~WILCOLATOR 





WILCOLATOR OVEN UNIT 





Product Information 


Wilcolator Co., Elizabeth, N. J., has 
introduced a new feature for gas 
ranges which automatically turns on 
a signal light when the oven reaches 
the temperature set on the control 
dial. 

Called “Oven heddy,” it is incor- 
porated in the standard Wilcolator 
gas oven thermostat. It is a gas-oper- 
ated diaphragm switch attached to 
the thermostat. When the oven is 
turned on, equal gas pressure is trans- 
mitted to each side of the diaphragm, 
so it does not inove. When the oven 
reaches the dial temperature, the 
thermostat throttle valve closes, re- 
ducing the gas pressure on one side 
of the diaphragm, causing it to move 
and close the contacts on the electric 
switch which turns on the signal iight 
on the range, thus indicating when the 
oven has reached the designed tem- 
perature. 


DIAPHRAGM 
SWITCH 


f 
/ 
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Yes, every day those popular McNamar LPG 





7 tanks are rolling off the assembly line to fill 
* the requirements of dealers everywhere. . . 
however, the steel situation remains critical, 


and we suggest that you place your order now. 


McNamar Boiler & Tank Co. 


PLANT NO. 1 — BOX 868, TULSA, OKLA. © PLANT NO.2 — BOX 206, E. ST. LOUIS, iit. 
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Venting Manual 


A comprehensive, well illustrated 
booklet entitled “Venting of Gas Ap- 
pliances” has just been published by 
William Wallace Co., manufacturers 
of “Metalbestos” gas vent pipe. The 
manual deals with the basic require- 
ments for proper venting of gas ap- 
pliances. It was prepared under the 
supervision of C. E. Blome, Metal- 
bestos Midwest division manager, 
from research material and field data 
collected over a period of time by the 
company from universities, indepen- 
dent laboratories, appliance manu- 
facturers, and gas utility companies. 
The specific recommendations set forth 
are based on the many years of prac- 
tical experience of William Wallace 
Co. in the venting field. 

Liberally illustrated and concisely 
written, the new booklet should be of 
substantial assistance and benefit to 
all who install, maintain, and operate 
gas appliances. Copies may be ob- 
tained free of charge by written re- 
quest to William Wallace Co., Bel- 
mont, Calif. 


Tube Fitting Catalog 


Madden Brass Products Co. has 
available a new bulletin (No. 50-CF) 
giving full engineering and price data 
on the complete BMP line of com- 
pression tube fittings. Halftone illus- 
trations of each fitting are also in- 
cluded. 

The bulletin may be had from the 
company at 1111 N. Franklin St., 
Chicago. 


Downingtown Bulletin 


As a follow-up to its recent bulle- 
tin on “Plate Fabrication and Heat Ex- 
changers,” Downingtown Iron Works 
has issued a new bulletin featuring a 
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partial analysis of the 1950 ASME 
Code for Unfired Pressure Vessels and 
a comparison with the 1949 Code. Also 
included in the bulletin is information 
on Downingtown manufacturing facil- 
ties and equipment, welding procedure 
qualifications, and typical examples 
of plate and heat exchanger fabrica- 
tion. 

A copy of the bulletin is available 
from Downingtown Iron Works, 
Downingtown, Pa. 


Tomorrow's Cooking Equipment 


Can Be Had Today 


More than 100 appliance dealers, 
architects, utility executives, and 
members of the press were given a 
glance at “tomorrow’s kitchen” by 
the Chambers Corp., Shelbyville, Ind. 
last month. Chambers exhibited its 
brand new “sectional” cooking equip- 
ment at Southern California Gas Co., 
Los Angeles, Dec. 12. 

The units, first gas burner tops and 
separate ovens to be offered with 
AGA laboratories approval, are being 
distributed nationally. Advertising and 
promotion plans for the new develop- 
ments, expected to be large, have not 
been settled. 

New Chambers products include the 
“in-a-wall” oven—a separate oven 
unit that can be built in kitchen walls 
for greater space efficiency and con- 
venient height level—and “in-a-top” 
burner units—three burners mounted 
on a stainless steel top, with on-top 
push-type valve handles, which can 
be built in any sink counter top with 
a minimum length of 42 in. and a 
depth of 22 in. There is also a four- 
burner “on-a-top” unit, which requires 
only a 24-in. wide base cabinet. 

Chambers officials expect the units 
to gain immediate favor with house- 
wives. They will allow a “personaliza- 
tion of the kitchen” in that ovens can 
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Ransome 


FURNACES GIVE YOU 
PROFIT 
OPPORTUNITIES 


P-52 Utility Furnace is practically impos- 
sible to upset accidentally; has heavy, 
pressed-steel base and solid steel stand- 
9 ards to withstand rough handling; please 
1 specify maximum size pot to be used 
2 (6, 8, 9, or 10”). 
y 

S 


7 PLENTY OF PROSPECTS AND USES. Originally designed for 
e plumbers, the handy, light-weight (9 lbs.) RANSOME Utility 


Furnace is used now by — 


















plumbers mechanics for melting lead, asphalt, 
i ranchers sheetmetal workers babbitt, paraffine, 
" contractors roofers sewer compounds, 
manufacturers electricians wax, glue; 
B cabinet makers home workmen for heating water and 
d machinists various solutions 


Many of these prospects will buy in quantity—all at a nice profit to you. 


2 PREMIUM BUSINESS. RANSOME Utility Furnaces use LP- 
e e Gas in small containers, so you get a premium price of 33% to 
“ 50% above bulk. 

Ss 

\- 3 CREATE NEW OUTLETS. RANSOME users soon see how 
¥ e safe and inexpensive LP-Gas is and are first-rate prospects for 
d other industrial and home uses. 

P 

n Write TODAY for price list, dealer discounts, 

h and big, 20-page catalog describing RAN- 





SOME'S full line of utility furnaces and torches. 


RANSOME COMPANY 


Designing & Constructing Engineers 
ROOM 101, 4030 HOLLIS ST. EMERYVILLE, CALIFORNIA 


Ka LX OULE 
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“In-a-top”’ three-burner top and “in-a-wall’’ oven are new cooking units for the gas 
industry. Note oven height is convenient for housewife, storage space and utensil drawers 
are conveniently close to cooking appliances. 


be placed at the height most con- 
venient for the user, and the oven- 
burner arrangement can be decen- 
tralized within the kitchen for great- 
est efficiency. In addition, an extra 
oven may be added for families with 
exceptionally large requirements with- 
out buying the entire gas range. 
The Chambers “in-a-wall” ovens 
include all the features of the com- 
pany’s standard range ovens. They 
are insulated so that they may be 
installed in walls without overheat- 
ing, and will “cook with the gas off” 
because the insulation retains so 
much of the heat. Oven air intakes 
are located just below the oven door, 
and venting hoods are just above the 
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doors. The ovens are large enough to 
hold a 380-lb. turkey, 40 lbs. of meat, 
or eight pies. 

Units are available in stainless 
steel or in porcelain enamel in seven 
different colors. 


Delivery, Transport Equipment 
Available on Lease Basis 


A new leasing service, believed to 
be the only one of its kind in t'@ 
U.S., has recently been opened to qual- 
ified dealers by General Leasing, 
Long Beach, Calif. 

“Under the plan, General Leasing 
will lease LP-Gas delivery and trans- 
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IF you're looking for highest quality— 
get everything 























DOMESTIC SYSTEMS 


Butane Systems — U-69 construction — 101 Ibs. 
working pressure — above or underground. 

Propane Systems — U-69 construction — 200 Ibs. 
working pressure — above or underground. 


N 
\ 


200# CAPACITY 
PROPANE CYLINDERS 
200# W.P. 
U-69 A.S.M.E. 
57 Water Gailén 
Capacity 





‘> 20-18. 1. ¢. ¢. CYLINDERS 





We can fill 
your order for sizes ranging from 20” 
through 36” in sections 30’ to 311/,’ 


















P. O. Box 5146 PRospect 2441 DALLAS, TEXAS 
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This is a 1500-gal. twin tank delivery truck for butane or propane, typical of equipment 
now being supplied LP-Gas dealers on a lease basis. 


port trucks, complete with all acces- 
sories, for two or five years. Two- 
year lessees pay a slightly higher rate 
than those who contract for. the 
trucks for five-year periods. Depend- 
ing on the amount of use of each 
truck, the vehicles can be exchanged 
for newer models at the end of the 
two-year or the five-year period. 
General Leasing is a new company 
in operation but nine months. It fabri- 
cates its LP-Gas trucks at its Long 
Beach headquarters. It will either 
lease or sell the equipment to dealers. 
“The leasing of transport equip- 
ment will allow dealers to keep a re- 
serve capital (which would normally 
go for a truck down payment) avail- 
able for expansion plans or emer- 
gency periods,” states H. E. Lynn, o* 
General Leasing, “and the leased 
truck, instead of being classed as a 
newly acquired asset, is an operating 
expense, 100% tax deductible.” Gen- 
eral Leasing handles all its own con- 
tracts. It will allow trade-ins on old 
transport equipment and on all truck 
accessories: hose reels, tanks, etc. 
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All General Leasing transports are 
brand new, fully equipped vehicles, 
according to Mr. Lynn. Every truck is 
equipped with electric hose reels, fire 
extinguishers, 50-foot liquid hose, 50- 
foot vapor hose, and vacuum-operat- 
ed power take-off and clutch. Con- 
trols are in the rear of each truck. 
Each has been designed for LP-Gas 
operation, with make and type of car- 
buretion “dealer’s choice.” 

Several sizes and styles of trans- 
port equipment are available for leas- 
ing. Included are 350 GMC (2 ton), 
with twin 1000-gallon tanks, 2-speed 
rear axle, 8x25 tires, electric hose 
reel, butane carturetion; 450 GMC 
(3-ton), with twin 1500-gallon tanks, 
9x20 tires, 2-speed rear axle, etc. 
Large transports with trailers are 
also available for leasing. General 
Leasing will custom-paint the vehicles 
(including company name) to lessee’s 
specifications. 

General Leasing’s plant and offices 
are located at 1900 W. Anaheim Blvd., 
Long Beach, Calif. 
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Now ... the amazing 


TWO-IN-ONE FURNACE 


@eEliminate duplicate stock! Here’s a factory- 
assembled, packaged forced-air gas-fired fur- 
pace for closet or basement. The Security SFA 
is ready for service on arrival! 


All controls in one accessible compartment. 
Quick adjustments, easy replacements accom- 
plished without disturbing other wiring. Return 
air duct attaches to rear or sides . . . built- 
in filter racks placed at installer’s option. 
Quick installation,- high versatility. 


Closet (above) or 
basement (right) 
installation, same 
furnace! 








The QUALITY Story Is the Profit Story 


oe NECURITY 





Tell It For You! 





Your customers will demand it, to make certain their 
heating equipment will see them through the days ahead. 
Quality means long life, low maintenance, economical oper- 
ation, reliable performance. And Security means quality. 


Yes, for nearly a half century Security has been famous 
for quality gas-fired products. Today's full line of automatic 
Forced Air and Gravity Furnaces, Floor Furnaces and Water 
Heaters is complete for every domestic and commercial use. 
Security leads in such models as the INN-A-WALL (left) . . . 
true forced-air heating in the smallest space. The beautiful 
Heavy Duty Water Heater is entirely new, inside and out. 


In design, appearance, engineering, craftsmanship and 
materials, Security is far advanced. Naturally, all models 
are available for L-P Gas. Write today for the complete 
Security story. You . . . and your customers . . . can be 
secure, with Security! 





SECURITY MANUFACTURING COMPANY 
1630 Oakland Street, Kansas City 3, Missouri 
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In celebration of the company’s 
50th anniversary of gas industry 
manufacturing activity, Sprague Me- 
ter Co. held an open house in its Los 
Angeles office last month. 

More than 150 industry members 
attended the affair, for which H. L. 
Spencer, Sprague’s Western manager, 
served as host. The celebration com- 
memorated another anniversary, too—- 
1950 is the 10th year that the Bridge- 


Liquefied petroleum gas for home and com- 

mercial use is now available to the peo- 

ple of the Far East from Standard- 

Vacuum’s Sungei Gerong refinery in South 

Sumatra. Initial shipments will be to the 
Philippines. 
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port, Conn., company has maintained 
an office in Los Angeles. 

Guests were served cocktails and a 
buffet luncheon. 


The liquefied petroleum gas division 
of Warren Petroleum Corp., Tulsa, 
Okla., is opening a new sales office 
in the Martin 
Brown building in 
Louisville, Ky., 
early this month, 
according to a 
joint announce- 
ment by H. E. 
Felt and G. L. 
Brennan, vice 
president and 
general manager, 
respectively, of 
the division. 

The Louisville 
office is being es- 
tablished in order 
to facilitate the marketing of the 
liquefied petroleum gas production 
from a new plant being constructed 
by Mathieson Chemical Co. at Doe 
Run, Ky., approximately 50 miles 
down the Ohio River from Louisville. 

A. E. (“Nig”) Moore will be man- 
ager of the Louisville office. He is 
being transferred from the Mobile, 
Ala., district office. His place at Mobile 
will be filled by John Lesch, formerly 
assistant chief engineer of the lique- 
fied petroleum gas division at the 
Tulsa headquarters of Warren. 

Assisting Mr. Moore in the new 
sales office will be Frank Fischer, who 


A, E. MOORE 
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This artist’s drawing shows how the cargo tanks will be carried in the first barge 
ever designed and constructed for the transportation of propane and other liquefied 
petroleum gases. The six “multi-cylinder” tanks, also of a new design, will have a 


combined capacity in excess of 320,000 gallons. 


The barge is being constructed for 


Warren Maritime Corp., wholly owned subsidiary of Warren Petroleum Corp., of Tulsa, 

Okla., by the Bethlehem Steel Co., at its Beaumont, Texas, shipyards. It is to be 

christened “City of Mobile’ in honor of the Alabama city where the Warren corporation 

has one of its large LP-Gas storage terminals. The barge is expected to be in operation 
on the Intercoastal Canal early in January. 


will transfer from the Detroit district 
office, and Dick Morgan, who will 
transfer from Mt. Vernon, Ill. Mr. 
Morgan’s place at Mt. Vernon will be 
filled by William Downey, formerly 
located at Warren’s Salem, III, 
manufacturing plant. 


New manager of the Bryant Heater 


Division, Affiliated Gas Equipment, 
Inc., Chicago branch is Peter V. Cheli, 
company officials announced last 
month. Mr. Cheli succeeds William H. 
Wise, who returns to the company’s 
home office in Cleveland as assistant 
to J. N. Crawford, director of sales. 

Mr. Cheli was associated with the 
Peoples Gas Light & Coke Co., Chi- 
cago, prior to World War II. During 
the war, he served with the War Pro- 
duction Board and with the War As- 
sets administration. He joined Bryant 
in 1949, 
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Ebenezer Scrooge roamed the air- 
ways again last Yuletide, as he has 
for the past 17 years. Lionel Barry- 
more, perennial star of Dickens’ 
“Christmas Carol,” broadcast the play 
coast-to-coast once more. This time, 
the sponsor for the show was A. O. 
Smith Corp., which combined the pub- 
lic service offering of the famous star 
in the famous play with an advertis- 
ing promotion of the company’s “Per- 
maglas” automatic gas water heaters. 

Exploitation of the program on the 
local level was carried out by A. 0. 
Smith with a complete dealer tie-in 
that included window streamers, spot 
radio announcements, and newspaper 
advertising mats. 


Odell Glass, Cecil H. Schutter, and 
E. N. Gaulding have joined Fisher 
Governor Co., Marshalltown, Iowa, as 
sales representatives. Mr. Glass will 
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work out of Atlanta, Ga., as factory 
representative for the states of Flor- 
ida, North Carolina, South Carolina, 
and Georgia. Mr. Schutter will main- 
tain headquarters in Des Moines in 
his new capacity as Fisher representa- 
tive for Nebraska and South Dakota. 
Mr. Gaulding will work the latter ter- 
ritory with Mr. Schutter. 


In order to expand its facilities, 
Beacon Petroleum Co., Tulsa, has an- 
nounced the removal of its Tulsa of- 
fice from the Daniel Bldg. to Suite 
401, Philtower Bldg. 

Offices also are maintained by the 
company at 53 West Jackson Blvd., 
Chicago, with E. C. McLean in charge, 
and in the Banker’s Mortgage Bldg., 
Houston, Texas, with. H. R. McFar- 
land in charge. J. S. Feroe and R. E. 
Bolinger are located in the Tulsa head- 
quarter’s office. 


New advertising manager of Rock- 
well Manufacturing Co. is W. F. Wei- 
mer, who assumed his new duties as 
of Jan. 1. He succeeds William A. 
Marsteller, who has established his 
own marketing and advertising con- 
sulting agency—The Marsteller Co.— 
in Chicago. Mr. Weimer, with more 
than a decade in Rockwell sales, ad- 
vertising, and employe publications 
activity, will direct Rockwell advertis- 
ing programs from the company’s 
main office in Pittsburgh. 

Another replacement for Mr. Mar- 
steller is in the position of manager 
of market research, a title held by 
Mr. Marsteller in addition to that 
of advertising manager for Rockwell. 
This position has been assumed by 
A. C. Daugherty, a Pennsylvania State 
college graduate who was formerly an 
analyst in the company’s market re- 
search department. 


TO OUR CUSTOMERS... 


CORRECTIONS AND ADDITIONS TO BULLETIN 
“PARTIAL ANALYSIS OF 1950 A.S.M.E. 
MAILED BY THIS COMPANY. 

In our bulletins recently mailed entitled ''Partial Analysis of 
1950 A.S.M.E. Code,'' please make the following corrections. 


ENTITLED, 
CODE" AS 


First, under heading “Internal Pressure 1949 Code, sub-heading 
“Ellipsoidal Heads’? change formula: 
PD PD 
t = ——————_ to read t = 


2 SE — 0.2 2SE—1.2P 
The corresponding formula under the same sub-heading for 1950 
Code is correct. 
Second, attention is called to a proposed Revision and Addenda to 
Boiler Construction Code as published in the August 1950 issue of 
Mechanical Engineering which affects the heading, “Does Not Apply” both for the 
1949 and 1950 Codes, therefore note for Vessels: 
5 c.f. or less—pressure not over 250 psi. 
114 c.f.—pressure over 250 psi. 
the following applies: 
“A new symbol stamp ‘UM’ in a clover leaf for stamping on all those small unfired 
pressure vessels referred to in Paragraph U—1i(a) (1) and (2) is now available.” 
“The stamping on the vessel shall consist of the UM symbol, the manufacturer’s 
name, the manufacturer’s serial number, the working pressure and the year built, 
denoting that the vessel was constructed in accordance therewith.” 
The above described Bulletin is valuable as a handy reference guide... 
not yet have a copy, we will gladly send you one. 


HEAT EXCHANGERS—PRESSURE VESSELS of CARBON STEEL 
AND its ALLOYS, STAINLESS STEEL, SILICON - BRONZE 


Downingtown Iron Works, Downingtown, Pa. 
NEW YORK OFFICE—30 CHURCH ST. 
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REZNOR je 





SCOOP UP UNIT HEATER SALES 


Are you selling more unit heaters re- 
sulting from the increased demand in your 
area? You can! ...if you sell the world’s 
most popular unit heater with the help of 
-Reznor’s new booklet, “The Inside Story.” 
Shows you how to present convincingly - 
Reznor's superior features. Then point up 
Reznor's exclusive “Airform” heat ex- 
changer that pushes out all 
the heat produced. Made of 
temperatures of 1250°F., 2 — 
42% safety margin! enene pesmoneues 





changer... the heat ex- 
oh 
aluminized steel; it resists 











REZNOR MANUFACTURING CO. 
4 UNION ST. MERCER, PENNA. 
Gentlemen: Please send me the booklet 


entitled, ''The Inside Story.” 
Name. 
Firm 
Address 
City. s Zone State 
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W. F. MUHLBACH 





Walter F. Muhlbach, director of 
distribution and research, Florence 
Stove Co., Gardner, Mass., was elected 
president of the Institute of Cooking 
and Heating Appliance Manufacturers 
at the institute’s semi-annual conven- 
tion in Cincinnati last month. Mr. 
Muhlbach is a GAMA director, an 
LPGA director, chairman of the dom- 
estic gas range division and of the 
gas range marketing committee of 
GAMA, and chairman of the market- 
ing committee of LPGA. 


F. J. Rudolph has assumed man- 
agement of the Kansas City sales dis- 
trict for Perfection Stove Co., the com- 
pany has reported. Mr. Rudolph re- 
places W. J. Bruce, who went into re- 
tirement effective Dec. 31, 1950. Mr. 
Rudolph has been associated with the 
marketing of Perfection products for 
38 years. 


W. J. Timmings, Cities Fuel Corp., 
Fresno, Calif., has been appointed 
chairman of Liquefied Petroleum Gas 
Assn.’s insurance committee, accord- 
ing to announcement last month by 
Peter A. Anderson, association presi- 
dent. 


Television poked its camera lens 
into the equipment end of the gas in- 
dustry in Los Angeles in November. 

In the first of a series of trips into 
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A HOT Performer in COLD Weather! 


The HELCO "75" is speci- 
fically designed for trouble- 
free, cold weather perform- 
ance and is highly satisfactory 
for ALL normal domestic in- 
stallations. 







In '51 stock your shelves with 


of ? 

ve this popular LP-Gas regu- 

~ lator. Successful dealers have 
made Helco Regulat 

ng Model 75 pene 

Ts io tae Meat. sn cu, t T-Blocks standard equipment. 

n- — ae -11 in 

; nlet Connections__------ FP. ‘o. ; 

Ir. Outlet Connections-_% in. f. pipe . For complete informa- 

na tion write TODAY to: 


os < PRODUCTS CORPORATION 
: Heo 





2041 Colorado Avenue, Santa Monica, California 
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af THE JOHNSON Automatic STOCK TANK HEATER 
is- 
a DOUBLE PROFITS FOR DEALERS 
re- 
re- Sell the Johnson Automatic Stock Tank Heater. Make 
Mr. money on the initial sale and reap steady annual 
the dividends from increased gas load. The average 
for gas consumption per unit per season is 600 Ibs. 

GREATER PROFITS FOR FARMERS 
CD. Records show faster, more economical beef gains, 
ted increased milk production when water is warmed to 
Jas the correct temperature. Stock drink more water, 
4. eat less feed — make more profits. The Johnson 
. 2 Automatic Stock Tank Heater can pay for itself in 
by one season, 
esi- 
GET FLL DETAILS NOW— 
Write for Dealers Discounts and Complete 

ens Information 

in- < 
or, JOHNSON GAS APPLIANCE COMPANY 
nto 597 E AVENUE N.W., CEDAR RAPIDS, IOWA , 
Jews 
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Los Angeles area industrial firms, 
“Success Story,” a program sponsored 
by Richfield Oil Corp. and telecast 
over CBS station KTTV, told the 
story of General Controls, manufac- 
turer of pressure, temperature, and 
flow controls. The program lasted 60 
minutes, and J. F. Ray, vice president 
in charge of sales, joined announcer 
Keith Hetherington in a complete 
tour of the plant’s manufacturing fa- 
cilities. An estimated 800,000 TV set 
owners saw the show. 


Edmund A. Watson, formerly gen- 
eral improvement engineer for Amer- 
ican Car & Foundry Co., has been 
named assistant to the vice president, 
it was announced last month by R. W. 
Ward, vice president in charge of 
production. In his new position, Mr. 





Watson will concentrate his efforts in 
the manufacturing activities of ACF’s 
production department. 


Two new sales 
appointments 
were announced 
last month by 
American Stove 
Co. St. Louis. 
Tracy B. Madole 
has been named 
commercial sales 
manager (he was 
formerly north- 
ern division sales 
manager), suc- 
ceeding L. L. 
Peters, who was 
recently appointed LP-Gas sales man- 


T. B. MADOLE 
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Write for Free Catalog 
and Prices on the 
Complete Eagle Line Today 





Eagle GAS RANGES 


Quick Sales...with These 
“Sweet 16” Features! 

8. Heavy RUST RESIST- 

ING OVEN RACKS. 

Non-Tilt, Easy-Sliding, 


- Top Burners, 


- “Robertshaw” OVEN 


HEAT CONTROL. 
Large, Seamless GLASS 
LINED OVEN 


. Harper- Wyman Top 


Burners. Non - Clog, 
Speedy-Action. 
104%x 


1042” Centers. 


Zo THICK INSULA- 


10N. Owens - Corning 
Fibreglass. 


. Reinforsed Steel Body 
Frame. 
. ROLLER - 


BEARING 
DRAWER BROILER. 
—_ Lined Through- 
out. 


EAGLE FOUNDRY 


Self-Stopping. 
Porcelain Enamel Cook- 
ing Grids. 

10. Porcelain Overflow 
Burner Tray. 

11. Automatic Instant Top 
Burner Lighting. 

12. LOW GAS CONSUMP- 
TION. Insured by Per- 
fectly Fitted Doors. 

13. Removable Shelf in 
Storage Compartment. 
14. Flush to Wall Con- 
struction. Ample toe 

Space. 
15. Chrome Lea aad and 
Valve Handi 

. American Gas" Assocla- 

tion Approved! 


co BELLEVILLE 
* tELCINOUS 


2 
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LOWBOY 


DE LUXE 


FORCED-AIR heat delivery with 
Automatic Fan Control. Features 
unique Convection Tunnel for effi- 
ciency. Has built-in Draft Diverter, 
sealed Radiator, precision-ignition 
Pilot, non-clog Burner, all-welded 
construction. Two sizes ... Chrome- 


Art finish. 
WRITE FOR CATALOG 


Baulliagie Pipa 


She OHIO FOUNDRY & MFG.CO. 
ét ng ie 2A *( Manufach e228 DCMGHEAS 
STEUBENVILLE: OHIO: U.S.A. 


Pr Quality. : 


fay HEATING EQUIPMENT \@ 
SINCE 1846 














All others........ 1 year $4.00 1] 
2 years $7.00 [J 


COMPANY. 


CLIP THIS AND MAIL TODAY 


if you are not a subscriber to 


BUTANE-PROPANE NEWS 


198 S. Alvarado St., Los Angeles 4, Calif. 


SUBSCRIPTION ORDER 
Enter my subscription to BUTANE - PROPANE 
NEWS to begin with the next issue. 


[] | year $2.00 [] Check enclosed 


[] 2 years $3.00 [] Please bill me 


Standard Rates Apply to U.S. & Posses- 
sions, Canada and countries in the Pan 
American Postal Union. 





NAME 


POSITION. 











STREET 
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ager. J. J. Knotek, who was the firm’s 
Pacific sales division manager, takes 
over as northern division head. 


K. C. Tomlinson, manager of the 
Pacific Meter Works of the American 
Meter Co., died Nov. 14. He had served 
with the company for 22 years. He 
joined American Meter in 1926, fol- 
lowing several years’ association with 
Portland (Ore.) Gas & Coke Co: He 
was appointed manager of the Pacific 
Meter Works in 1935, a position which 
he held until his death. 





CONTROLLED OVEN TEMPERATURE 


The controlled, carefully throttled flame 
doesn’t vary more than 5 degrees in actual 
test. Electric ovens vary as much as 50 
degrees. In meat cooking, where main- 
tained low temperature is important, the 
variance could cause excess shrinkage. 








The Gullatt Co., of Atlanta, Ga., 
has been appointed Southeastern rep- 
resentative of Madden Brass Products 
Co., Chicago. The Gullatt Co., through 
its president, Henry W. Gullatt, and 
sales engineer, Ralph M. Berry, will 
sell Madden products in Georgia, Flor- 
ida, Alabama, North Carolina, South 
Carolina, and the eastern half of 
Tennessee. 


Its sixth LP-Gas cylinder and equip- 
ment warehouse has been opened by 
the Weatherhead Co., according to 
T. V. Scott. The new warehouse, which 
will be supervised by district man- 
ager Charles P. Kelsey, is located in 
Orlando, Fla. Distribution of Weather- 
head equipment will be made through- 
out Florida and to Latin America 
from this location, Mr. Scott said. 











SIZES 
115-250-387-500 GAL. 
(W.C.) 


ABOVEGROUND AND 
BELOWGROUND 
MODELS... 


2 Main Street 





For Off-the-Main Gas Service Burnham Sys- 
tems Are Best in Design, Quality, Service 





Burnham 


BOILER DIVISION 


PRODUCT FOR THE 
LP-GAS INDUSTRY... 


Crpsratin 


Irvinaton, N. Y. 








146 


BUTANE-PROPANE News 






















mec AUlY...AND 


A COMPLETE UNIT IN ONE PACKAGE 

1 

| GAS UNIT HEATERS 

n meets the most exacting demands for efficiency 

f . Quiet operation . . . attractiveness . ... low 
in height and priced to sell. ', 
Pearless Gas Unit Heaters are shipped from fac- \ all 

es tory ready for power and gas supply. All gas 

y controls and internal wiring completed. 

0 Easy to Sell — Easy to Install 

h They're Styled for Beauty 

L- Built for Duty 

n Available in five sizes. 

> A.G.A. approved for all gases. 

1- 

a Write for NEW literature today! 


PEERLESS MANUFACTURING CORP, 


THE eae 


perduuae 


eet a 
hee Chater? 
~~ ——— 


= 





LOUISVILLE 10, KY. 





See the complete line of Viking LP-Gas 


pumps . . . motorized bulk station and 
farm units, truck mounting style and hand 
driven pump. 


New outstanding features include: 
|. Metallic packing in extra long stuffing 
box. 
2. New inner bearing on power driven 
units requires no lubrication. 
3. Treated head and bracket gaskets. 


— = 


Added to these is the revolvable casing 
for handy port location, integral thrust 
bearing and the fa- 
.mous Viking ''gear 
within agear''pump 
principle. 





For complete information ask 
for new free bulletin 2303B 
today. 
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FIG. 182 
V-BELT DRIVEN 
LP GAS PUMP 


CEDAR FALLS 
IOWA 











Liquefied Petroleum Gas 


Cities Serviee Oil Co. 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS' EXPERIENCE 


IN LP GAS ALSO 
CITIES SERVICE 
MEANS 
GOOD SERVICE 


CITIES SERVICE 
OIL Co. 
(Del.) 


BARTLESVILLE, OKA. 
CHICAGO, ILL. 
Other Sales Offices 
Kansas City 
Toronto 


Cleveland 
St. Paul 








Mark Anton Brings 30th 
Company Into Fold 


Mark Anton, president of Suburban 
Propane Gas Corp., has announced the 
purchase of the Love Gas Co., of 
Leonardtown, Md. The property which 
serves propane gas to approximately 
1000 customers in the southern part 
of the state will be operated as an- 
other of Suburban’s operating dis- 
tricts, the thirtieth, seven of which are 
now in Maryland. 

In announcing the purchase, Mr. 
Anton stated that Suburban Propane’s 
greater facilities will be employed to 
develop the business in St. Mary’s 
county, Maryland’s fastest growing 
area. He added that the purchase is 
in line with the corporation’s policy 
of expansion into areas adjacent to 
properties where the liquefied petrole- 
um gas business has a high growth 
potential. 

Benedict B. Love, Jr., former owner 
of the property, will continue to rep- 
resent Suburban Propane as an 
authorized appliance dealer. David M. 
Stavely, former assistant manager of 
Suburban’s district in Reisterstown, 
Md., will manage the new Leonard- 
town district. 


Chas. E. McCartney, Pioneer 
LP-Gasman, Dies in California 


Death occurred unexpectedly on 
Dec. 12 to Charles E. McCartney, 
founder and president of Petrolane, 
Ltd., Long Beach, Calif. His death 
occurred in a Santa Ana, Calif., hos- 
pital following an operation. 

Mr. McCartney has been prominent 
in the LP-Gas industry for 20 years 
and Petrolane, Ltd. has_ several 
branches scattered over California. 
For many years he was actively asso- 
ciated with the development of the 
Liquefield Petroleum Gas Assn. on 
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NOTE THIS 
CAREFULLY 


Panoma L-P gases stand out 
because the» are uniform in 
quality and free of sulfur, 
moisture and residue. Our 
butane and propane come 
from OUR wells . . . proc- 
essed in OUR two automatic- 
ally controlled plants. Since 
'38 wholesalers have satisfied Process pumps and automatic contro! equipment 


ities. ek tale. eas at the modern Panoma plant, Hooker, Oklahoma 


mers with Panoma products. PURE BUTANE AND PROPANE! 


For information write or telephone TODAY! 


Te33 PANOMA CORPORATIO AMIEXAS 








SHORTEST DISTANCE Mie S03" 
between YOU and 
PROFITS 


ee ee ° cent | 
DEARBORN 


LiLeZ, wox: 2e Unvented Radiant Cir- 
“ ; Laan culator 12, 20, 25 & 
v2 z 35,000 Btu 


Cool Safety Cabinet 


Because MORE People Ask 


for Dearborn Radiant Fireplace 
Model—20, 25 & 30,000 Btu 


“Deorhorn® CHICAGO « DALLAS 


STOVE COMPANY 5830 N. Pulaski Rd. 1700 W. Commerce St. 
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the Pacific Coast and served as West 
Coast chairman as well as on many 
committees. 

Mr. McCartney is survived by his 
wife and two sons, a brother and a 
nephew. 


North Dakota Going After 
Chicken Brooding Record 


By ESTHER A. SELKE 


LP-Gas may be the instrument to 
revitalize the chicken-raising indus- 
try in North Dakota. The state, which 
formerly was widely known as a sup- 
plier of chickens for the national mar- 
ket, has recently seen competition 
from other states growing too strong. 
The reason: North Dakota’s severe 
winters, which have made proper 





fowl brooding an increasingly difficult 
operation. 

Now, however, experiments with 
LP-Gas fueling for chicken brooders 
are proving the practicability of 
chicken-raising as a North Dakota 
industry. Current tests, being run 
with the active cooperation of Ar- 
mour & Co., meat-packing organiza- 
tion, are centered at the Marc A. 
Christianson farm, just north of Bis- 
marck. 

Mr. Christianson is operating a 
chicken house 112 ft. long and 30 ft. 
wide, with gas brooders. More than 
3500 chicks are placed in the brood- 
ers, which are warmed with LP-Gas 
burners supplied from outside tanks. 
Through the 11-week brooding cycle, 
at the end of which each chick will 
weigh about three pounds, the brood- 
ers are operated at gradually higher 
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Producers of high quality 
Liquefied Petroleum Gases Since 1931 
Wholesale Only 


THE CARTER OIL Company 


Oo K LAH OM A 
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It’s never too cold to work 


... with this ——s 


n A NEW LOAD-BUILDER FOR LP-GAS DEALERS 
Construction workers praise the performance of the 
new PORTABLE HEATER in bringing comfortable 
on-the-job working conditions . . . heats cold build- 
ings to warm, pleasant, temperature regardless of 
outside conditions. 


EASY AND ECONOMICAL TO OPERATE 


> 








a Fuel costs less than $1 per continuous 8-hour oper- 
7 ation. Complete unit—20. |b. cylinde:, 40,000 Btu 
. burner assembly, and hood—weighs only 55 lbs. 
\, AN EXCELLENT RENTAL ITEM 

; In addition to outright sales, the PORTABLE HEATER 
“ is a profit-making rental unit . . . in demand by 
3. hunters, fishermen, and contractors... a new source 
2, of fuel sales. 
ll No Odor — No Fumes — No Grease — No Smoke 
a 
r The Portable Heater Company Write, wire, today for 


814 Engineers Bldg., Cleveland 14, Ohio full information! 
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levels. It is planned to raise about 
four broods annually. 

E. R. Woodcox, Armour Creameries, 
Bismarck, has been active in the ex- 
periments, which have had excellent 
results. His company will market the 
chickens that are raised on the Christ- 
ianson farm and on other chicken 
farms that he expects to be started 
as a result of the success of the 
Christianson operation. 

The dependability and flexibility 
of LP-Gas will be the largest single 
factor in a thriving chicken industry 
in the state, Mr. Woodcox believes. 


Gas Refrigerator Competition 
Welcomed by Servel, Inc. 


Servel, Inc., which has been manu- 
facturing gas absorption type house- 
hold refrigerators for 25 years, wel- 








More Profits for You 


wih BLUE 


Anhydrous Ammonia Equipment 





Keg 


information on 
pumps and complete systems... Also 
the new Free folder on Anhydrous 


Send for 


metering 


Ammonia — its uses and its future. 


JOHN BLUE CO., Inc. 
Huntsville, Ala. 
Dependable Farm Equipment Since 1886 
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comes the entrance of other substan- 
tial companies in the gas refrigerator 
field. 

This was the comment of W. Paul 
Jones, Servel president, on being in- 
formed that the Rheem Manufactur- 
ing Co. had announced plans to manu- 
facture another gas refrigerator. (See 
BUTANE-PROPANE News, December 
Page 41.) 

“We do not know any of the details 
of Rheem’s plans to go into the gas 
refrigerator business,” Mr. Jones said, 
“but we will welcome any good, sub- 
stantial company that will come into 
the industry, and help to develop the 
vast market for gas refrigerators. 

“With the availability of natural 
gas in ever-increasing volume, there 
is a corresponding upsurge in the 
public’s interest in gas-operated ap- 
pliances. The entrance of another com- 
pany in the gas refrigerator field is 
further evidence of the great accept- 
ance of the modern, motorless type of 
refrigerator by the homemakers of 
America.” 

Servel’s sales practically doubled 
during its 1950 fiscal year, ending last 
Oct. 31. A new line of gas refrigera- 
tors is being announced for 1951. 
There will be larger models, improved 
storage layout and cold temperature 
controls. 


Rubber From Oil Process 
Saves Critical Materials 


Successful production of synthetic 
rubber from butadiene without the 
use of critically short styrene, has 
been attained by oil scientists. 

The new rubber is made entirely 
from raw materials derived from 
petroleum. 

The process makes possible greatly 
speeded production of synthetic rub- 
ber without dependence on_ scarce 
materials. 
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it says LOOK OUT 

















0 @ The accepted standard odorant for 
e natural or liquefied petroleum gas — 
gives sure but harmless warning. 

: ® Purified — Moisture-free — PROTECTS 

: FIXTURES. Meets all 15 qualifications of 

e National Bureau of Standards. 
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a 000 MALLINCKRODT 

s CHEMICAL WORKS 

t- Mallinckrodt St., St. Louis 7, Mo. 

; 72 Gold St., New York 8, New York 
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AS 
RADIANT HEATERS 

ly 

m New and improved finishes are the finest in 
our history. Heavy backwall throws effective 
heat radiation. Quality and top performance 

ly in Adams products since 1898. 

b- Write today for full information. 


* ADAMS BROS. MFG. CO., INC. 


1500 NORTH AVE., W. PITTSBURGH 33, PA. 
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QUALITY 
EQUIPMENT 


REGO LP GAS 
EQUIPMENT 


Rochester Crite- 
rion Gauges— 
Aeroquip Hose 
and Fittings— 
Weco-Trol (automatic control) —I C C 
Cylinders 


SERVICE! 









GAS EQUIPMENT 
SUPPLY CO. 


127 ELLIS ST. N. E. ATLANTA; GA. 











| fired incinerator offering standard units in 
| both 2-bu. and 4-bu. sizes. 



















LP GAS-FIRED 


INCINERATOR 


as a year’round load builder 


INCINOR is the only gas- 


APPROVED BY A.G.A. FOR USE 
WITH LP-GAS 





L. P. GAS DEALERS DO WELL 
WITH INCINOR 


Phone, wire or ig be fac- / 
tory for REASONS W ef 











Bowser, Inc., Incineration Div. 
CAIRO, ILLINOIS 











TRUCK TANKS 


Twin or single barrel—Light 
weight—Low in cost—Full 
or semi streamlined —ASME 
U69. 


Built to Your 
Specification and Size 


BAGWELL-GENERAL 
STEEL CO., INC. 


Box 391 © Sapulpa, Okla. 


MEXIHOT mahes 


Triends-Nales -Protits 
Fm (41!) 

















Barbeexe HAMBURGER 


Thousands of installations in drug stores, tap 
rooms, roadside stands, cafes and other places 
that serve lunches have brought big repeat busi- 
ness. Low price means quick sale. Write for 
distributorship at once. 


Copyright 1947 Department B-| 


MANUFACTURING CO. 


LINJUIN SPRINGFIELD, MO. 
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Alabama Firm Changes Name 
To Coosa Gas & Appliance Co. 


Word has been received from 
George Allen Smith that Coosa Gas & 
Appliance Co. Inc., is the new name 
of the Webb Butane Gas Co. of Gads- 
den, Ala. Mr. Smith is president of 
Coosa Gas. His wife serves the com- 
pany as secretary-treasurer, and Rob- 
ert L. Norton is service manager and 
vice president. 

The company, established in 1947, 
serves 700 customers, most of whom 
have around 400-gal. storage. Coosa 
Gas has storage capacity of 18,000 
gals. 

Mr. Smith has been active in dealer 
organizations in the state of Alabama 
having served as secretary-treasurer 
of the state group in 1949. Recently 
he has been active in the new South- 
eastern District of the LPGA. 


3rd Rocky Mountain School 
Scheduled for Feb. 19-21 


The University of Denver (Colo- 
rado) will be the site of the third 
annual Rocky Mountain Empire LP- 
Gas service school, it has been an- 
nounced by John Knox Smith, LPGA 
field engineer. The school will be held 
Feb. 19-21. 

Classroom facilities and hotel ac- 
commodations are very favorable, 
Mr. Smith said. Registration fee for 
the short course is $10—classes are 
open to all LP-Gas servicemen in the 
mountain states. 





SAVE GAS—SAVE VITAMINS 


New. simmer burners save gas because 
the center simmer, alone, keeps a covered 
vessel boiling. More valuable vitamins and 
minerals are retained in foods because less 
water need be used. Steam in your kitchen 
can be eliminated. 
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